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Address Home Office For Agency Connection 


President 


mu HAMPTON ROADS 
FIRE 4» MARINE 
Insurance Company 


~ NORFOLK, VIRGINIA 


HenryY G. BARBEE JAMESA. BLAINEY GEORGE A. MorIN 
Vice-Pres. and 


Secretary 





We have something to offer in the way 


of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 


Manager Under 
Fire Dept. 
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PURELY MUTUAL 1926 


National Life Insurance Company 


Insurance in force 


Assets 


Liabilities . 


Surplus 


Dividends paid in in 1925. 


Montpelier, Vermont 
SEVENTY-SIXTH YEAR 


$462,000,000 
98,474,000 
93,303,000 





5,171,000 
4,690,000 


Seventy-six years of constructive mutual policyholders’ service. 
One of the very few companies which maintained its dividend scale during and following the 


World War. 


During the past EIGHTEEN years the cost of National Life Insurance has been SEVEN times 
decreased by increases in the dividend scale. 

In 1925 the net cost was further reduced by the payment of an extra special dividend of 20 per 
cent. of the regular dividend scale, and 


ANOTHER EXTRA SPECIAL DIVIDEND OF 20% 


of the regular dividend scale is being paid in 1926. 





Opportunities are available for underwriters of character and ability. 
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THE SPECTATOR 


oNhing succeeds 


like SUCCESS 


OU’VE heard the axiom before. You 
know what it means. You’ve seen 
successes in your time. Perhaps, you’ve 
noted some intangible point of difference 
between a success and ‘‘just the average 


99 


man. 
Mainly, it’s his enthusiasm; the “‘joy of 

the chase’’—the “‘glory of conquest”’ 

You’ll find the Perfect Protection Man is possessed of that point of distinguishment 
—Enthusiasm. 


The Perfect Protection Man—is, to-day, the most talked-of figure in the insurance 
profession. His achievements, his successes and his undoubted prosperity are daily 
reflected in the thousands of comments passed from mouth to mouth and the 
interest evidenced, nation-wide, by the deluge of inquiries pouring into the Home 


Office of Reliance Life. 


In 1925, one Perfect Protection Man paid for $2,821,562. Another paid for $1,113,675. 
Four others paid for over $600,000. 27 others paid for over $300,000. 52 others 
paid for over $200,000. and in the entire organization of over 650 underwriters, one 


in three paid for over $100,000. 
Prosperity and the Perfect Protection Man have become analogous. And, the 
reason for it— : 


























Perfect Protection The Seven Points of Reliance Service 





1. A direct contract with the Company with 


If you would be the general or state agent’s commissions 
Prosperous — think eliminated. 
“p ae ” 2. Unrestricted territory. 
rosperity. ; : , F 
F y 3. Perfect Protection—the service which suc- 
ceeds when life insurance alone often fails. 
ie incuctanna eran theltacerot edie If you would be suc- 4. The Reliance Branch Office system of 35 
policy as the result of payments so re- cessful—think ‘‘Sec- miniature Home Offices which provide quick 
ived. 9 and adequate facilities for business transac- 
= cess t 
a ion. 
f totally | : . sgs 
3,200.00 eres ay Aan — Fo pans ate . An sunne! office in the Branch Office cities 
in monthly payments, thereafter for life. with no cost of overhead. 
No further premiums to pay and no de- . The personal counsel and cooperation of Re- 
ductions from the face of the life policy liance Supervisors—salaried Home Office rep- 
as the result of payments so received. resentatives—in agency building. 
. Reliance Life, which gives its representatives 





$ 50.00 weekly, for an unlimited period during 
disability by accident. 
50.00 weekly, for 52 weeks during sickness. 


3,200.00 every year for life, payable monthly if 
totally and permanently disabled by ac- 
* cident. No further premiums to pay and 


If you would be 
both—write the 
Home Office for full 


5,000.90 payable upon natural death. 
15,000.00 payable upon death by accident. 


information con- 
cerning the Reliance 


Prosperity Program. 


the prestige of a strong, progressive insti- 
tution. 




















RELIANCE LIFE 


RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH - FARMERS BANK BUILDING, PITTSBURGH, PA. 
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CONFERENCE ON INDUSTRIAL ACCIDENT 
PREVENTION 


Insurance Business to Play 


Prominent Part in Washington Meet 


to Be Held Next Week 


ASHINGTON, D. C., July 12.—Representa- 
tives of the insurance industry will take a 
prominent part in the discussion of industrial 
accident prevention, which is the subject of 
a three-day conference which will open at 
the Mayflower Hotel July 14. The meeting 
was called by Secretary of Labor James J. 
Davis at the request of Ethelbert Stewart, Commissioner of 
Labor Statistics, and not only the insurance industry, but 
State officials, prominent business executives and representa- 
tives of the various trade organizations were invited to attend. 
The Bureau of Labor Statistics has been engaged in the com- 
pilation of statistics regarding industrial accidents in the iron 
and steel industry for 15 years. As a result of their analyses 
of these figures, the industry has been able to reduce accidents 
in its plants by some 80 per cent. The figures gathered by this 
industry, and the results of the work, are to be used as a basis 
for the inauguration of similar efforts in other industries. 
“There is no adequate system of industrial accident repor- 
ting in the United States, but a conservative estimate indicates 
that the fatal industrial accidents probably exceed 23,000 per 
year, and that non-fatal injuries total 2,500,000 per year,” de- 
clared Secretary Davis in a letter to the Governors of the 
States inviting them to send delegations to the conference. 
“The number of days’ labor lost is estimated to be 227,169,970 
per annum, and the wage loss exceeds a billion dollars, I am 
advised by experts that fully 85 per cent of these accidents are 
preventable.” 


INSURANCE MEN REPRESENTED 


Because of the great interest taken by the insurance industry 
in the conservation of life and prevention of accidents, mem- 
bers of the fraternity have been given a leading place on the 
program of the conference, the addresses so far scheduled in- 
clude: “Interest of Casualty Insurance in Accident Preven- 
tion Statistics,” by David Van Schaack, Aetna Life Insurance 
Company; “Accident Prevention in Relation to Efficiency,” by 
Lewis A. DeBlois, director of the Safety Engineering Division 
of the National Bureau of Casualty and Surety Underwriters; 
and “Statistical Contributions to Accident Prevention on Amer- 
ican Railways,’ by Lew R. Palmer, Equitable Life Assurance 
Company. The discussion on improved lighting as a factor in 
accident prevention will be led by R. E. Simpson, Travelers 
Insurance Company, and on the interest of casualty insurance 
in accident prevention statistics by L. L. Hall, National Council 
on Compensation Insurance. 


AIMS OF GATHERING 


“It is hoped that the conference will develop the best meth- 
ods of accident prevention,’ declared Commissioner Stewart in 
discussing the meeting, “the best methods of reporting of ac- 
cidents and of accident prevention information, and the best 
methods of establishing a clearing house for definite statistical 
data which can be made usable by all in the work of accident 
prevention.” 
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WRITING INSURANCE IN CHINA 


“Comprador” Is All-Powerful--Bargains for His Remuneration 


NE LUNG is not an insurance salesman, a broker, an 

agent or an official of an insurance company—he’s a 

“comprador.” His position in the insurance field in 
China is unique and powerful; his job is remunerative to the 
extent of his bargaining power—and the Chinese are the great- 
est bargainers in the world. Company officials cater to the 
like of One Lung, for in the Land of the Dragon there are no 
insurance salesmen or brokers. The comprador is IT. 

For fire companies in China to endeavor to deal direct with 
prospects would indeed be folly, because there would be no 
sure way in which to check up on a prospect, not considering, 
of course, the large foreign industries doing business in the 
Far East. Accordingly, the comprador—always a wealthy, 
influential Chinaman, and a sort of politician with a large fol- 
lowing—was decided upon as the happy medium. He knows 
every one in his district and his wishes are commands. The 
comprador is very heavily bonded and his word is accepted by 
both company and client. He is unusually busy at about the 
time of the Chinese New Year—in February—for it is during 
those four days of holiday that the Chinaman squares up all 
debts of the preceding year. This accomplished, the store- 
keeper, or whatever the insured may be, announces the fact 
by hiring a brass band! Sometimes, however, the debts can’t 
be conveniently paid unless there is a little fire and then it is 
when the comprador sweeps down to discover whether it was 
arson or not. In fact, the percentage of fires in China around 
New Year is much larger than at any other time. 

The comprador, in such a case, has much to contend with. 
Envious neighbors who know the storekeeper will make quite 
a bit of money out of his insurance, will report that he was 
crooked unless the storekeeper is willing to “come across,” 
or, having friends connected with a newspaper, will have the 
insured written up. The Chinese comprador, however, know- 
ing his countrymen, will usually get the real truth of the mat- 
ter, which a foreigner would have a difficult time doing. 


In the matter of rates, the comprador always offers the high. 
est rates, knowing full well there inevitably has to be a bargain 
and it is for his personal benefit that a discount be charged! 
The difference between that and the maximum discount per- 
mitted by the Shanghai Fire Insurance Association is the com- 
prador’s commission. Rates are established by each city’s fire 
association, all associations being, however, under the su- 
pervision of the Fire Office Committee of London. Rates are 
fairly well adhered to. 

Each company in China has a “hung” name—or nickname, 
For instance, the Hartford Fire Insurance Company is called 
“The Great Dancing Company,” it is said. The Chinese reach 
these names through sound; that is, the good old Irish name 
of O’Brien repeated often enough sounds to them like “Great 
White Animal’—and Mr. Great White Animal is an O’Brien’s 
Chinese name. The Hartford, Home, Great American, Glens 
Falls and National are among the American fire companies 
reported to be doing the largest business; but the English com- 
panies lead in volume of business, the Japanese following, 
then the American, Dutch, French and the Danish. However, 
the American companies are getting more and more business 
each year and are wisely limiting themselves almost entirely to 
risks in the larger cities. 

Shanghai has modern, motorized fire fighting equipment and 
two up-to-date brick fire houses. But in the smaller cities and 
towns, the equipment for fighting a fire consists usually of so 
much garden hose attached to a six foot square tank which is 
“coolied” to the scene of fire, where the tank, by means of a 
bucket brigade, is filled—and usually too late! 

Not until recently have there been any American life insur- 
ance companies in China. The two best known of these are 
the Asia Life, of Wilmington, Delaware, founded about five 
years ago by Americans and with main offices in Shanghai, 
and the West Coast Life Insurance Company, of San Fran- 
cisco. 





To Study Extent of 


STUDY of the Extent of Old Age Dependency has been 
inaugurated by the Industrial Welfare Department of 
the National Civic Federation. Charles L. Edgar, 

chairman of the department under which the inquiry is being 
made, announces that its purpose is to secure facts upon which 
to base efforts for old age security. 

Mr. Edgar states further, that areas to be covered include 
centers where there are industrial employes other than workers 
in manual occupations. Persons no longer in active service, as 
well as those still employed, will be included in the survey. 

There will be consulted records of infirmaries and homes for 
the aged, local charity organizations, almshouses, public and 
private relief agencies, trade organizations, employment of- 
fices, insurance companies and government agencies. 

Some of the data on retirement and dependency to be ob- 


Old Age Dependency 


tained will include: 

1. The age at which employes normally cease to be “em- 
ployable” in the sense that their employers find it necessary to 
retire them; and 

2. The age at which such employes cease to be “employable” 
in the sense that, when they lose their positions, new employers 
will not engage them. 

This we believe should bring out the probable retirement 
ages for which provision must be made in their occupations. 

The chance of retirement before the normal age because of 
sickness or infirmities as well as the cause of destitution upon 
retirement will have attention. 

It is commonly stated that ninety per cent of those who 
reach the age of sixty-five are dependent on public or private 
charity or relatives. 
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FIRE LOSS SITUATION 

URING the first half of the current 

year, the fire loss in the United 
States and Canada, as compiled by the 
Journal of Commerce, reached the huge 
total of $228,785,700. This sum exceeds 
the loss in the first half of 1925 by over 
$31,000,000, and is over $47,000,000 in 
excess of the loss in the corresponding 
period in 1924. 

As the underwriting loss of the 100 
leading fire insurance companies of the 
country in 1925, as shown in a recent tab- 
ulation in THE SPECTATOR, was 4.6 per 
cent of the underwriting income earned, 
there seems to be no hope for an under- 
writing profit being shown for 1926, un- 
less the fire loss during the remainder of 
the year shall recede very greatly from 
amounts in previous years, or premium 
rates shall be materially increased. Dur- 
ing the last six years the fire insurance 
companies have steadily lost money on 
their underwriting, except in 1922, when 
there was a meager profit of three one- 
hundredths of one per cent, the percentages 
of loss having been as follows for the 
100 leading companies in each of the re- 
spective years; 1920, 3.0 per cent; 1921, 
27 per cent; 1923, I.I per cent; 1924, 
3.3 per cent; 1925, 4.6 per cent. This 
unsatisfactory record indicates that the 
present general rate level of premiums is 
too low when compared with the fire 
waste, and it is time that fire underwrit- 
ers should give serious consideration to 
the question of revising rates upward in 
districts which have consistently shown 


underwriting losses for several years. 
Glancing over a table in Distribution 
by States of Fire Insurance for 1926, 
showing the totals for 41 years by States, 
it is observed, for example, that the aver- 
age loss ratio on the total business in 
Arkansas in 1925 was 06.4 per cent, while 
the ratio for 41 years was 63.3 per cent. 
Georgia, also, shows too high ratios, with 
58.3 per cent for 1925 and 57.7 for 41 
years. IXentucky likewise displays a poor 
record with a ratio of 70.6 per cent for 
1925 and 60.6 per cent for 41 years. 
lLouisiana’s ratio in 1925 was 75.4 per 
cent, and in 1924, 69.5 per cent, but its 
average for 41 years has been but 53 per 
cent. Michigan’s ratio in 1925 was 59.4 
per cent and in 1924 59.9 per cent, with a 
4I years’ average of 56.7 per cent. Min- 
nesota shows a record of 59.8 per cent in 
62.5 per cent in 1924 and 57.5 per 
Mississippi's record is 


1925, 
cent for 41 years. 
much worse, with a 77.2 per cent ratio 
for 1925, 98.4 per cent for 1924, and 61.6 
per cent for the last 41 years. Missouri’s 
ratio in 1925 was 60.9 per cent; in 1924, 
59.1 per cent, and for 41 years, 58.2 per 
cent. New York’s 1925 ratio was 57.6 
per cent, while that for 1924 was 59.9 per 
cent and for the last 41 years, 57.5 per 
cent. Other States showing loss ratios 
too high for profit, are Tennessee, Texas, 
and West Virginia. 

The unfavorable disparity between un- 
derwriting earnings and underwriting 
disbursements must be overcome in some 
manner—either by reduction in the pro- 
portion of losses and expenses, or hy in- 
crease in the underwriting earnings. This 
question has become a vital one for the 
fire insurance companies. The figures 
given clearly indicates why it is receiving 
the closest consideration by underwriting 
executives and rating experts. 

American National Agents Meet 

The twenty-first annual convention of the 
American National Insurance Company was 
held in Galveston, Tex., on July 8, 9 and to. 

The first day was devoted to a general get- 
together meeting, followed by a beach party. 
The following day was devoted to a general 
business meeting, at which the address of wel- 
come was given by Frank S. Anderson, gen- 
eral counsel of the company, and the response 
by Earl C. Pollard, agency instructor, of Dal- 
las, Tex. W. J. Shaw, secretary of the com- 
pany, also spoke and told of the company’s 
progress year by year, pointing out the sub- 
stantial gains, amounting to around 400 per 
cent increase in insurance during the last six 
years. 


TOURIST FLOATER CONFERENCE 

Vincent L. Gallagher Heads New Organi- 
zation 

Companies writing tourists’ floater 
ance met last week and agreed to organize the 
Tourists’ Floater Conference. A constitution 
and by-laws, rules and regulations as forms and 
procedures and rates of commissions were 
adopted. Indications are that about fifty com- 
panies will join. 


insur- 


Rates decided upon are 2 per cent for do- 
mestic cover and 3 per cent for world-wide 
cover. This will be on the basis of the uses 
of the “Standard B” form and the minimum 
premium will be $10. Commission rates will 
be based upon 15 per cent brokerage with due 
ovverriding commissions for agencies accord- 
ing to territories. 

The following officers were elected: Vincent 
1.. Gallagher, president, American Fore group; 
l.. C. Lewis, vice-president, Insurance Company 
of North America; C. A. Bischoff, secretary 
of the Jewelry Conference. On the executive 
committee are M. W. Mororn, Aetna (Fire) ; 
Charles E. Case, North British & Mercantile. 
E. J. Perin, Jr., Automobile, and Chas. R. 
Page, Firemans Fund. 


Eastern Underwriters to Meet With 
Agents Again 

At the joint meeting of companies and agents 
held in New York on June 29, when the plans 
of the new proposed Eastern Underwriters As- 
sociation were discussed, a suggestion was 
made that an opportunity be given for a meet- 
ing between a representative sub-committee of 
the local agents present and the company com- 
mittee. 

As this desire was expressed quite generally 
the Organization Committee of the proposed 
Association have issued an invitation to the 
agents in each State represented at the meeting 
held on June 29 to appoint a representative com- 
mittee of not exceeding four from each State 
or district to meet with the Committee on Or- 
ganization in Room 1301, 135 William street, 
New York City, on July 20, in order that the 
local agents may express their opinion on the 
program presented to them, now that they have 
had an opportunity of studying the same. 
Extracts from Semi-Annual 

Statements 

Below will be found extracts from the state- 
ments of a number of fire insurance companies, 
showing their premiums and losses in the first 
half of 1926, and their assets and surplus to 
policyholders as of July 1, 1926: 

Birmingham, Pittsburgh.—Assets, 
surplus, $407,730: premiums 
paid, $35,660. 

Eastern Shore of Virginia, Keller.—Assets, 
$356,805; surplus, $272,280; premiums, $50,- 
471; losses paid, $14,970. 

National Fire and Marine, Elizabeth, N. J. 
—Assets $396,411; surplus, $241,364; premiums, 
$132,388; losses paid, $83,530. 

Queen City Fire Sioux Falls, S. D—Pre- 
miums (gross), $108,119; losses (gross), 
$14,121. 


Some 


$336,073 ; 
$87,432; losses 
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LIFE CONVENTION PRO-= 


GRAM 





Michigan Governor Heads Speakers’ 
List at Detroit 





JOHN A. REYNOLDS SCHEDULED 





Addresses by F. W. McAllister, Frank P. 
Manly, R. Leighton Foster, W. T. 
Grant and Others 

The program for the annual meeting of the 
American Life Convention, which will be held 
at the Book-Cadillac hotel, Detroit, Septem- 
ber 1, 2 and 3, has been announced. An ad- 
dress of welcome by Alex. J. Groesbeck, gov- 
ernor of Michigan, is one of the scheduled 
features. John W. Smith, mayor of Detroit, 
will also welcome the delegates. 

The legal section of the convention will meet 
in the same place during the previous two days, 
August 30 and 31. The program for the sec- 
tion immediately follows that of the main con- 


vention, given below: 
WEDNESDAY, SEPTEMBER 1 

Address of Welcome— 

Hon. Alex. J. Groesbeck, Governor of Michigan. 

Hon. John W. Smith, Mayor of Detroit. 

N. P. Hull, president, Grange Life Insurance Com- 
pany, Lansing, Mich.. and president, Michigan Life 
Company Officers Association. 

J. J. Mooney, president, Michigan Mutual Life In- 
surance Company, Detroit, Mich. 


Annual Address of President— 

H. B. Arnold, president and general counsel, Mid 
land Mutual Life Insurance Company, Columbus, 
Ohio. 


Annual Report of the Secretary. 


AFTERNOON 
“The Junior Association and Its Relation to the 
American Life Convention”’— 
James W. Stevens, II, agency vice-president, TIli- 
nois Life Insurance Company, Chicago, III. 
“Policy Settlement Agreements”— 
John A. Reynolds, assistant vice-president, Union 


Trust Company, Detroit, Mich. 
Frank W. McAllister, general counsel, Kansas City 
Life Insurance Company, Kansas City, Mo. 


EvENING 
Annual Banquet. 
TuHurRspay, SEPTEMBER 2 
“Safety Paramount”’— 
Frank P. Manly, president, Indianapolis Life In- 
surance Company, Indianapolis, Ind. 
“Some Aspects of Canadian Legislation”— 
Hon. R. Leighton Foster, Superintendent of Insur- 
ance, Toronto, Ont. 
AFTERNOON 
“Fundamentals in Home Office and in the Field’”— 
F. M. Sanders. secretary, Bankers Life Insurance 
Company, Lincoln, Neb. 
“The Life. Insurance Salesman of the 
W. T. Grant, president, Business Mens 
Company, Kansas City, Mo. 
Executive Session— 


Future” 


Assurance 


EVENING 
Moonlight boat. ride and dancing party on Detroit 
river and Lake St. Clair, starting at foot of Griswold 
White Star Steamer Tashmoo at 8:80 


street, Line 


o'clock. 
Fripay, SEPTEMBER 3 

Reports of committees. 

Unfinished business 


New business. 
Election of officers. 
Adjournment. 


LEGAL SECTION 


Aucust 30 AND 31 
‘‘Premiums Paid by Checks’’— 
John M. Atkinson, general counsel. 
Life Insurance Company, St. Louis, Mo. 
“Legal Relation Existing the Company 
and the Medical Examiner’— 
Arnold Hobbs, general counsel, 
tional Life Insurance Company, 
Subject to be announced— 
L. L. Northern States 
Life Insurance Company, Hammond, Ind. 
“As to When and Whether Courts Would 
Judicial Notice That a Certain Disease 
Risk or Losses Under a Policy of Insurance”— 
Jelks H. Cabaniss, counsel, Protective Life Insur- 


International 
Between 


Northwestern Na- 


Minneapolis, Minn. 


Bomberger, general counsel, 


Take 


Increases 


ance Company, Birmingham, Ala. 

“Liability of a Life Insurance Company to a Third 
Person Caused by the Negligent Acts of a Soliciting 
Agent” — 

Arthur S. Lytton, assistant counsel, Security Life 
Insurance Company, Chicago, IIl. 

“Does the Soliciting Agent of a Life Insurance 
Company Come Within the Provisions of the Em 
ployer’s Liability Acts of the Various States?”— 


Fred L. Aldrich, general counsel, American Life 
Insurance Company, Detroit, Mich. 
“Review of Life Insurance Decisions of the Year’— 


American Life Conyep. 
Neb. 


Wm. Ross King, editor, 
tion Legal Bulletin, Omaha, 

Discussants— 

Burton P. counsel, National Life 
Insurance Company, U. S. A., Chicago, III. 

Allan BroSmith, assistant counsel, Travelers Ingur. 
ance Cofpany, Hartford, Conn. 

C. B. Robbins, president and general counsel, Cedar 
Life Tnsurance Company, Cedar Rapids, y, 


Sears, general 


Rapids 








THE 
NEED OF 


poor comforters. 


ourselves. 


short of a crime. 
progress. Don’t be 
cage yourself in. 








EXHILARATION 


We warp ourselves when we do not use all 
our God-given qualities, and soon lapse 
into the “‘has been” class. 


Consider the Romans. When they did less 
than their best they became an easy prey to 
the 1ron-muscled, hard-hitting Goths. When 
the Goths became satisfied they too were 
bumped off the pedestal by another tribe. 


The memories of what might have been are 


Exhilaration 1s the thing we need. Exhila- 
ration of our mental qualities makes us 
realize that there 1s no time like the present, 
and that no one can do the job as well as 


Strike out boldly for greater results. 
stay within narrow limitations when you 
are capable of going on further is little 
You have the ability to 


Insurance Company of America 


Home Office, Newark, New Jersey 


To 


your own jailer and 





The Prudential 


Epwarp D. DuFFIELD, President 
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RELIANCE LIFE’S ANNIVERSARY CONVENTION 


Vice-President H. G. Scott Outlines Splendid Growth of Company 


INSURANCE IN FORCE TOTALS $343,000,000 


Admitted Assets 


Are $39,296,000—Remarkable Educational 


Program Features 


Meeting to Celebrate Twenty-Third Year 
By W. EucEene RoescH 


PirrsBURGH, PENNA., July 10.—The four- 
day convention of the Reliance Life Insurance 
Company, this city, which opened Tuesday 
morning, closed at the William Penn hotel 
here last night and was attended by over 500 
representatives and their wives. It was the 
greatest gathering in the history of the com- 
pany and, as forecast in THe Spectator for 
July 8, was featured by a remarkable program 
of education and entertainment. 

Unquestionably, the highlight of the meet- 
ing was the talk made by Vice-President H. 
G. Scott, to whose active and energetic efforts 
the company is largely indebted for the posi- 
tion it now life insurance 
world. The faith and confidence his men have 
in Mr. Scott was stirringly demonstrated by 
the applause that greeted his appearance on 
the platform, following a eulogy of his ac- 
complishments as detailed by General Manager 
E. G. McCormack, who acted as chairman of 
the Wednesday business session. Telling the 
delegates that Mr. Scott was one of the first 
men in the Reliance Life when it began op- 
erations, General Manager McCormack said 
that “if it had not been for this man, the Re- 
liance Life would have been one of those that 
was swallowed ug and went its way.” Starting 
as a stenographer with the company, Mr. Scott 
was soon recognized for his ability and watch- 
Mr. McCormack, devated 


occupies in the 


fulness, said and 


all his time, thought and work to building up 
the organization. “He had to be depended on, 
there was no one else that could be depended 
on, and the company itself is a monument to 
his success,” declared the chairman. 


$28,000,000 1N BonpDs 


When the cheers died away sufficiently to 


permit him to be heard, Mr. Scott made a 
charactertistic acknowledgment of the intro- 
duction by saying: 

The late Andrew Carnegie said: “It’s not 


the kind of work you do, but the kind of men 
you select to do the work for you.” I don't 
do the work. IT just carry the oil can. 
Continuing his remarks, Vice-President 
Scott told his hearers that the last time the 
men of the company were all together was in 
January, 1913, when the Reliance Life had 
admitted assets of $3,641,000. Those assets 
have grown until they now amount to $39,206,- 
000. Pointing proudly to the growth of the 
company, the speaker said that in 1913 the in- 
surance in force totaled $37,195,000, whereas 
it now stands at $343,000,000. “Our total in- 
come for 1912 was $1,398,000, while our in- 
come during June alone of this year was 
$1,267,804,” said Mr. Scott. “I want you men 
to know,” he continued, “that every investment 
we have made is sound. We have $28,000,000 
invested in bonds and $1,600,000 invested in 
mortgages and none of those bonds or mort- 


gages is in default.” The market valuation of 
the investments exceeded the value at which 
they were carried on the books of the Re- 
liance Life last year by $1,225,000, declared 
the speaker, and the reserve for investments 
and contingencies now amounts to $572,000. 
In conclusion, Vice-President Scott said: 

I want you to feel what it means to be one 
of the Reliance Life family. I know of no 
stronger financial institution than that you 
gentlemen represent. It is your company, 
built by your efforts, and its future is largely 
in your hands. 

First Business SESSION 

The events on Tuesday were described in a 
special dispatch printed in Tare Spectator last 
week and the convention proper opened with 
General Manager McCormack in the chair on 
Wednesday morning. Following the remarks 
of Vice-President Scott, N. S. Tomlinson, 
supervisor in charge, Alabama department, de- 
livered an address on income insurance which 
was the star sales talk feature of the day’s 
proceedings. Pointing to the part that psy- 
chology plays in making sales, Mr. Tomlinson 
contrasted the appeal set forth in advertise- 
ments for patent medicines with the efforts 
made by life insurance agents in painting 
imaginative verbal pictures which would be in- 
strumental in getting the prospect’s signature. 
The conscious appeal, said Mr. Tomlinson, 
consisted in pointing out the material comforts 
and luxuries that life insurance can provide, 
whereas the sub-conscious appeal depended 
mainly upon suggestion and imagery for its 
ultimate achievement. Monthly income in- 
surance, said the speaker, is the best method 
of stressing the value of the indemnity cov- 
erage. The reason for this is because the ma- 
jority of prospects is accustomed to dealing 
with financial data in monthly amounts. Thus 
when the life insurance agent argues his case 





James H. REED, PRESIDENT 


H. G. Scott, V1ce-PRESIDENT 


OFFICERS OF THE RELIANCE LIFE INSURANCE COMPANY 


7 


Ee .G. 


McCorMack, GENERAL MANAGER 









Tre Srecr avon 








Thursday q 


—— — ee 4 

















WHAT OF THE FUTURE? 


The Equitable Life Assurance Society has openings for agents all over the United 
States—not for those who are representing other Companies, but young men who 
have had some business experience but who may know nothing as yet about life in 
surance. 


The Equitable is ready to negotiate with such men because they have nothing 
to unlearn about life insurance; and in order that their training from the very start 
may be in accordance with Equitable ideals. 


And the Equitable gives those who are commissioned to represent it in the field 
a training that enables them to render good service to the public, and at the same time 


earn liberal incomes for themselves. 


The successful man must be a master of his trade, and the Equitable makes pro- 


fessional life underwriters of those who are willing to learn. 


Its Managers at central points are charged with the duty of guiding and instruct- 
ing them; each one is given the privilege of studying a Correspondence Course which 
is regarded as more complete and effective than any course heretofore promulgated; 
expert teachers are constantly traveling over the United States gathering the agents 
together at central points for intensive training. 


There is an Equitable Policy for every insurance need, and the Society supplies 
its agents with all useful tools for their work, sending them attractive illustrated 
booklets, canvassing documents of various kinds, and striking advertising forms. 


The name Equitable is a household word in every community. Life insurance 
is a necessity and the demand for it is constant. With such a company back of them, 
young men of integrity, intelligence, and industry can be sure of a prosperous 


career. 


Are you in a position that yields support but offers no definite prospect of future 
success and advancement? If so, you will find it worth while to discover what the 
Equitable can offer, and what opportunities can be given to enable you to establish a 
high reputation, and if you are prudent build up a substantial fortune. 








THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 
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on a monthly basis, his language and its mean- 
ing are clear to the applicant. By means of 
the monthly income sales talk the men of the 
Reliance Life’s Alabama department have 
been able to close one sale out of every four 
interviews for an average of over $3,000 per 
contract. 
Wipow Is INEXPERTENCED 

Furthermore, said Mr. Tomlinson, the av- 
erage widow is inexperienced in handling 
money and the monthly income contract makes 
it impossible for her to knowingly or unknow- 
ingly dissipate life insurance funds. Life in- 
surance estates of $10,000 or less are gone in 
five years and when it is realized that life 
insurance companies last year paid out $630,- 
900,000 to inexperienced women beneficiaries, 
the value of the monthly income contract be- 
comes apparent. 

At the conclusion of Mr. Tomlinson’s talk. 
delegates to the Jubilee Convention were 
treated to a demonstration of calisthenical ex- 
ercises as given by W. L. Baldwin, inspector 
of agencies for the Western division, during 
a running fire comment on physical, mental 
and moral preparedness necessary to keep the 
life insurance men fit for their work. The av- 
erage age of a life insurance company’s sales 
personnel is about forty, declared Mr. Bald- 
win, and he advised ten minutes’ exercise at 
morning, five minutes at night, together with 
properly regulated amounts of food and sleep, 
as the best means of retaining physical and 
mental alertness. “Get sleep—get a lot of sleep 
—get it at night’ was Mr. Baldwin’s ulti- 
matum. 

That his audience was heartily in sympathy 
with his own views on the subject was proved 
by the applause that greeted Mr. Baldwin when 
he said, “It takes a mighty good boss to boss 
himself. Self sympathy is first degree murder 
to efficiency.” Have faith in your business, 
the speaker told the agents before him, and in- 
form yourself regularly and completely regard- 
ing the various important trends in your busi- 
ness. “Pick up Tue Spectator or any trade 
There 
vou will find good books advertised, dealing 
with your business and from which you will 


diac ies : 
obtain mental constructive 
ideas,” 


journal of standing in the business. 


relaxation and 


FARMERS AS PROSPECTS 
With the appearance of Tom Pruett, gen- 
eral agent for the Northeast Texas depart- 
ment, on the platform, the American farmer 





Lost Policy 


$50.00 REWARD will be paid for name 
of company in which’ SIDNEY HOW- 
ARD HANNON, deceased, held paid up 


endowment policy maturing in 1926 or 
1927. 


Patterson & Brinckerhoff 
52 Vanderbilt Avenue 
New York City 











as a national factor, and as a target for the 


big guns of life insurance, came into his own. 
The population of this country, totaling about 
106,000,000, is very much interested in farmers 
Pruett. 
About 50.2 per cent of the population lives on 
farms and the average value of the farm acre 
with an average yield of $32 per 
acre. Prosperity in the farm to-day, continued 
the speaker, is largely due to what may be 
In this 
the automobile, the radio, the life insurance 
factors have 


and farming in general, said Mr. 


is $81.52, 


styled “moving the farmer to town.” 


company, the bank and other 


played their part. The life insurance agent 
who wishes to sell $10,000 worth of life in- 
surance to a farmer should tell his prospect 
that it is just like buying a farm at $10,000 
and having twenty years in which to pay for 





E. J. SCHELLENTRAGER 


it. If the farmer is injured, the Reliance Life, 
Perfect Protection contract, will 
rent this $10,000 farm from him at $1,200 a 
year. Sell the farmer enough life insurance 
to cover his indebtedness but sell it to him 
through the media of ideas which he can com- 
prehend. 


under its 


How the company’s home office handles and 
issues Reliance policies was described by T. J. 
McKenna, assistant secretary in charge of the 
policy department, and was followed by a talk 
on “The Importance of Keeping Business in 
Force,” delivered by P. F. Sheedy, general 
agent for the Western Pennsylvania depart- 
ment. 

Mr. Sheedy spoke from personal experience, 
having about four thousand policyholders of 
his own on the books of the Reliance Life, and 
having so protected his sales that the lapse 
ratio of his business is lower than that 
achieved by any other of the company’s rep- 
resentatives. “A man does other agents an 
injustice when he allows a policy to lapse,” 
said Mr. Sheedy. “Furthermore, he does the 
company an injustice because he retards the is- 
suance of new business.” The time to re- 
instate a policy and keep it from lapsing is at 
the time when it is sold, declared the speaker. 








If you sell the policy right to begin with, it 
will stay sold. 

At the suggestion of Dr. Andrew Johnson, 
special educational representative of the East- 


ern Pennsylvania department, a committee 
consisting of Charles Thompson, Dr. S. L. 
Lowry and H. G. Scott was appointed to draft 
and send a telegram to Dr. O. M. Eakins, 
medical director, expressing the regret of the 
convention at the fact that illness prevented 
his attendance. 

Entertainment features on Wednesday con- 
sisted of a ball game between the Pittsburgh 
World Champions and the Philadelphia teams, 
the former winning by the close score of 8 
to 7, and a dinner dance in the Ball Room 
of the William Penn Hotel in the evening. 


WEDNESDAY NIGHT BANQUET 

The business meeting that succeeded the din- 
ner on Wednesday evening was presided over 
by Vice-President Scott, who declared that in 
the Perfect Protection Policy the Reliance 
Life men have the greatest insurance proposi- 
tion offered by any life insurance company in 
the world. 

Colonel Charles Dobbs, associate editor in 
chief of The Insurance Field, was the first 
after-dinner speaker, and in a very much ap- 
preciated address lauded the co-operation which 
has grown up between the North and the South 
since the Civil War, and described the part 
that life insurance men have played in this 
great movement. The energy, acumen and 
progressiveness of Reliance Life men spell 
success for the future of the company, said 
Colonel Dobbs, and nothing is contributing 
more grandeur and greatness to the country at 
large than the institution of life insurance. 

Other speakers on the program were L. P. 
Gregory, assistant secretary in charge of the 
company’s accident and health department; A. 
G. Gainev of the Thompson Agency, and Dr. 
Andrew Johnson. 


Dr. JoHNson’s TALK 

By his own admission, Dr. Johnson is “an 
insurance arrived at that 
frame of mind, he said, because he had proved 
to his own satisfaction that there was only 
one infallible way to close poorhouses, stamp 
out poverty and relieve the nation’s burden 
from this source; that way is life insurance. 
Dr. Johnson said that twenty-four out of 
twenty-five men default in death, that is, can- 
not pay off their last indebtedness. In addi- 
tion, 95 out of 100 women are dependent on 
someone for support when they reach the age 
of 65. Furthermore, 95 out of 100 criminals 
are drafted from the waif class. Dr. Johnson 
concluded by pleading with the agents to sell 
life insurance so that the waif class will be 
done away with, so that men need not default 
in death, and so that women from age 65 and 
onward need not be dependent. 

In introducing Mr. Gregory, Vice-President 
Scott described him as “a man who is second 
to none in the causalty business to-day.” This 
estimate was very evidently concurred in by the 
majority of those present, for they rose to 
their feet and remained standing until Mr. 


evangelist.” He 
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TRADITIONS 


N CIVILIZED society, Constitutions and Statutes are one thing. ‘Traditions are another. 
The first limit action; the second inspire action. 
Traditions are more flexible and more powerful than Laws. 
LAWS (even Constitutions) can be changed. ‘Traditions may not be. 


Traditions are opinions, doctrines, practices, rites and customs transmitted from generation to gen- 
eration by oral processes without written memorials. The Jews believe that God delivered to Moses on 
Mount Sinai two sets of Laws; one recorded—the Ten Commandments, the other handed down from 
father to son and miraculously kept uncorrupted to the present day. The great Roman Church holds to 
a similar belief—a body of traditions as truly divine and therefore as truly authoritative as the Scriptures 


themselves. 

The same is true of the Moslem Church. 

Institutions have traditions if they have survived the acid test of time. 

NYLIC has traditions—aims, practices, customs, ambitions, almost rites, not written in our Charter 
or By-Laws, nor in the controlling Statutes of any of the States where we do business. They have sprung 
from eighty-one years of service under the leadership of idealists. 


SAFETY IS ONE TRADITION 
Not the technical safety demanded by law but the safety that is the product of everlasting vigilance. 


JUSTICE IS ANOTHER TRADITION 
Not the cold justice of the letter of the contract but justice that has a human quality, without violating 


trust obligations. 
INTEGRITY IS ANOTHER TRADITION 


From James de Peyster Ogden and his Board of Directors in 1845 to the Board of 1926 there is no shadow 
of dishonesty on the record of any Officer or Director in his relations with the policy-holders. 


ACHIEVEMENT IS ANOTHER TRADITION 
NYLIC believes that all men and women (except a negligible few) should be insured. 
This implies ENTHUSIASTIC WORK—another tradition and a powerful one. 


SERVICE IS ANOTHER TRADITION 


That’s what Life Insurance is. Life Insurance is not a commodity; it doesn’t make money; it saves 
money; it uses the money of its members for the protection of beneficiaries and to safeguard old age. Itis 
really the best sort of an investment, not because it makes money but because it conserves and guards and 
keeps its members’ money. Individuals as a rule can’t invest safely. In groups of millions through Life 
Insurance they have become the greatest and soundest of all investors. 


LIFE AND ENDOWMENT INSURANCE, THE GREATEST of ALL OUR TRADITIONS 

Conditions of living change, but life doesn’t change. This tradition says 
Bs short-cuts; no bunk; no cheap devices which try to beat tables of mortality and forget the weaknesses 
of old age.”’ 

These traditions are not written in our Charter nor set forth in any Statutes; yet they bind. 

The conclusion of the whole matter is that only great institutions can have traditions; and conversely, 
every institution having traditions is likely to be great. 

Working for NYLIC, men and women become a part of a great moral and sociological plan. They 
begin somewhere. ‘They aim at something. They conserve the products of human labor and make realities 
out of dreams, the dreams of human affection. 

All NYLIC men and women will finally become a part of the NYLIC TRADITION which is already 
a power like unto Kant’s Categories, as glorious to some of us morally as the STARRY heavens. 

If that sounds a bit “‘high-brow”’ see our nearest Agency Director and he will make it clearer. 


SO ORDER YOUR LIFE and YOUR LIFE WORK THAT BOTH 
SHALL BECOME A PART OF A GREAT TRADITION. 


NEW YORK LIFE INSURANCE COMPANY, 


DaRWIN P. KINGSLEY, President. 


New York, June 1, 1926. 
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Gregory began to speak. His talk was de- 
liberately not of a business nature, being witty 
and humorous throughout and dealing with de- 
tails of the Reliance Life’s business which 
could best be appreciated by his audience. He 
apparently struck a responsive chord when he 
said that “alimony is the cash surrender value 
of husbands.” 

The idea which A. G. Gainey, who followed 
Mr. Gregory, left with his audience was that 
the agents should show their clients, by means 
of life insurance, how they could build bridges 
that would carry their dependents across the 
pitfalls of life. 


THuRSDAY’S MEETING 

The business session on Thursday morning 
opened under the chairmanship of Angus All- 
mond, superintendent of agencies for the Re- 
liance Life’s Western division, and high lights 
of the program were the addresses of C. H. 
Thompson, of the Thompson Agency; V. J. 
Adams, supervisor in charge of the Ohio de- 
partment: F. W. Maule, of the Maule Agency, 
and G. V. Cleary, general agent of the Illinois 
department and president of the company’s 
$500,000 Club for 1926. 

Mr. Thompson, telling of his nineteen years 
with the Reliance Life, explained how he had 
left the clothing business in Mississippi, while 
he was making a salary greater than that of 
the then governor of the State, to take up life 
insurance as a profession because of the op- 
portunity it offered to render a service and reap 
a reward. As an example of that service he 
quoted a case wherein he had accepted lumber 
from a client and had then sold the lumber to 
realize the money with which to pay for that 
client’s $50,000 life insurance policy. Com- 
petition in the business will not prevent suc- 
cess, said Mr. Tomlinson, provided that agents 
bear in a protection 
against drudgery, poverty and penury. 


mind life insurance is 


OprorTUNITIES OPEN 

In a talk which dealt with the opportunities 
afforded a Reliance Life salesman, Mr. Adams, 
who was the next speaker, stated that the Per- 
fect Protection idea has heen the salvation of 
the company’s men and that life insurance is 
the only fool-proof business in existence. If 
an agent sells two $1,000 life insurance policies 
per week for twenty vears, said Mr. Adams, 
takes his commissions and invests the renewals, 
he will have about $50,000 on hand at the end 
of the period. The old line life insurance 
companies gave over $1,.250,090,000 to needy 
homes and individuals during 1925, continued 
the speaker, and no agent need be ashamed of 
his connection with a business that can do 
that. The opportunity for selling life in- 
surance is based on human needs and the idea 
of life values as compared with physical val- 
ues has been so brought to the fore of late 
that life insurance provides a income, 
is a dignified calling and can properly be 
classed as a profession. 

Mr. Maule, who followed Mr. Adams, told 
the convention how it cost him about $25 000 
to leave the company he had heen representing 


good 


(Continued on page 22) 





CONVENTION BANQUET 


Reliance Life Men Hold Important 
Dinner Meeting 


H. G. SCOTT IS TOASTMASTER 


President J. H. Reed, E. W. Smith, J. F. 

Burke, C. M. Cartwright and Arthur 

L. J. Smith Are Speakers 
[By A STAFF CoRRESPONDENT | 

PITTSBURGH, PENNA., July 10.—The banquet 
which closed the jubilee convention of the Re- 
liance Life Insurance Company of Pittsburgh 
was held at the William Penn Hotel here Fri- 
day night. Vice-President H. G. Scott, acting 
as toastmaster, told the gath-ring that his com- 
pany, chartered on March 1, 1903, was the first 
life insurance company to begin business with 
a subscribed capital of $1.000,000 and a surplus 
of like amount, fully paid in. The home of- 
fice, located in Pittsburgh, is within one day’s 
mail service of over 60,000,000 people, said Mr. 
Scott, and this fact alone meant much in the 
service rendered to policyholders and agents 
by the home-office staff. The toastmaster, in 
“The 
word Reliance means everything superlative in 
faith, trust and hope.” 


referring to the company’s name, said: 


Speakers at the banquet, in addition to Mr. 
Scott, were: Hon. James H. Reed, president 
of the Reliance Life; Edwin W. Smith, 
directors: C. M. Cartwright, managing editor 
A. L. J. Smith, 
president of The Spectator Company, and Hon. 
surke, 


of the National Underwriter; 
James Francis Burke, attorney. Mr. 
the last speaker on the program, said that the 
success of the company was due to the agents 
alone, and made a declaration of faith in the 
company and faith in the men connected with 
it. At the conclusion of his remarks, he, on 
behalf of the delegates, presented Mr. Scott 
and General Manager F. G. McCormack with 
handsome oil paintings, the gifts of the agents 
and company officials. 

President Reed, in a few well-chosen words, 
expressed a desire to see the Reliance I ife with 
$100,000,000 and $=00.000,000 
of insurance in force within the next decade, 


assets of with 


if possible. As president, he said he had been 
“trving to get out of the job for the last 23 
years,” but that the men would not permit him 
to retire as head of the organization. His posi- 
tion, he stated. was like the top of a knitved 
cap, he staved there to keep the affair from 
unravelling. 

Presdent Reed was 
Smith, who said that the company, by its poli- 


followed by Director 
cies and field work, was helping men to protect 
themselves against their poverties and their 
misfortunes and that the growth of the com- 
pany has really only begun. He pledged to 
the men in the field the integrity of the Re- 
liance Life. 

In introducing President Smith of The 
Spectator Company, Toastmaster Scott stated 
that while the Reliance Life did not do busi- 
ness in New York, it had a friend there in the 
person of Mr. Smith, who had been deeply 


It 


interested in the organization ever since it be- 
gan writings. As an instance of this, he re- 
ferred to the fact that, twenty years ago, 
when a prominent citizen of Alabama asked for 
an opinion of the Reliance Life, Mr. Smith 
wrote to the man advising him that the com- 
pany was sound and reliable and then also 
wrote to Mr. Scott, with the result that a pol- 
icy for $20,000 was placed by the company on 
the life of the questioner. 


CompaAny’s FINE STANDARD 

Reviewing the record of progress of the Re- 
liance Life, and bearing out the praise of the 
company’s officials with which he prefaced it, 
Mr. Smith said, in part: 

In 1903 your company rose from number 88 
to number 77 in the rank, as to insurance in 
force, of all the companies in the United 
States. In 1905 it was number 61. In Torr it 
was number 46. In 1916 it was number 31, 
and at the end of last year it attained the posi- 
tion of number 23 among American companies. 
That is to say, out of 251 American ordinary 
life insurance companies, leaving out those writ- 
ing industrial busines, only 22 are larger, in 
amount of insurance, than the Reliance Life. 

At the conclusion of his remarks, Mr. Smith 


was given a rising vote of thanks for his out- 
line of the company’s achievements. 

Managing Editor Cartwright, of the National 
Underwriter, compared life insurance com- 
panies to individuals and stated that just as 
human beings had their own characteristics, so 
companies gradually developed distinct person- 
alities. Judged on this basis, Mr. Cartwright 
said that the Reliance Life was justly entitled 
to be called “The Friendly Company.” It was 
friendly in its relations with its employees, it 
was friendly in it dealings with its field repre- 
sentatives and it was friendly in its contacts 
with the public and policvholders. Mr. Cart- 
wright lauded the energy, vision and foresight 
of the men who had builded the company so 
that, on its twenty-third anniversary, it stood 
secure; and he stated that insurance journals 
through their reading and advertising columns 
were doing all they could to aid agents and 
company men in the conduct of their business 
and in making the success to which they are 
entitled. 


Woman Appointed to Legal Staff of 
Metropolitan Life 

Miss Hilda F. Deyoe, recently appointed to 
the legal staff of the Metropolitan Life Insur- 
ance Company, is the first woman lawyer to 
receive this distinction. Miss Devoe was grad- 
uated from the law school of New York Uni- 
versity in June, 1925, and passed her examina- 
tions for the bar the same month. Upon com- 
pleting the necessary one vear’s clerkship, she 
was admitted to practice in this State. 

For the past three years Miss Devoe has been 
secretary to William J. Tully, general solicitor 
of the Metropolitan. 


—The Grange Life Insurance Company of Lansing, 
Mich., has been admitted to membership in the Ameri- 
can Life Convention. 
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Etna Life Directorate Changes 

Added to the directorates of the .tna Life 
and the Aetna Casualty and Surety companies 
to fill the vacancies caused by the death of 
Morgan J. Bulkley, Jr., and the resignations 
of Joel L. English, D. Newton Barney and 
Charles F. T. Seavenrns, are Edward Milligan, 
president of the Phoenix Insuarnce Company ; 
Richard M. Bissell, president of the Hartford 
Fire Insurance Company; William R. C. Cor- 
son, vice-president and treasurer of the Hart- 
ford Inspection & 
Company; J. Henrv Roraback, 
the Republican State Central Committee and 
a director in several Connecticut utilities, and 
Judge Edward M. Dav, corporation attorney. 

Messrs. Day, Corson 
added to the directorate of the Automobile In- 
surance Company. Bissell and Day 
were elected to this directorate a few months 
previous. 


Steam Boiler Insurance 


chairman of 


Roraback and were 


Messrs. 


Monarch Life Organized in Springfield, 


Mass. 


The Massachusetts Insurance Department 
has given a license to the Monarch Life In- 
surance Company of Springfield, Mass.. to 


commence the writing of life insurance in that 
State. The company, which is affiliated with 
the Monarch Accident Insurance Company, has 
a capital of $300,000, and is chartered under 
Chapter 51 of the Insurance Laws. Clyde W. 
Young Gerdon W. Gordon 
president; Carlton FE. Nay, secretary. 


vice 


is president 


Detroit Wants Next Annual Convention 


It has been decided after mature considera- 
tion that Detroit will definitely bid for the 
next annual convention of the National Asso- 
ciation of Life Underwriters, and Milton L. 
Woodward, president of the Life Underwriters 
Association of Detroit, will this week extend a 
formal invitation to the national officers. <A 
committee to take the preliminary steps has 
been appointed, consisting of Norton Ives, 
president of the Life Managers Association; 
Homer secretary treasurer of the 
Life Managers Association: Nathaniel Reese, 
general agent of the Provident Life; John W. 
Yates, general agent of the Massachusetts Mu- 
tual Life of Springfield: FE. W. Owen, na- 
tional committee member Detroit. and 
manager for the Sun Life of Montral; Robert 
Rvan, Michigan manager for Equitable 
Life of New York, and W. W. Spence, man- 
ager for the Mutual Life of New York. 


Guck, and 


from 


the 





What Company Carried This Policy? 

Sidney H. Hannon died on June 9, 1925. 
Prior to his death he, on several occasions, 
spoke to his wife about an endowment policy 
He 
never mentioned the name of the company and 
after his death the policy could not be found 
among his papers. He was employed either in 
Providence, R. I.: Taunton, Mass., or New 
York City, at the time he took out the policy. 
Elsewhere in this issue the widow’s lawyers 


of life insurance maturing in 1926 or 1027. 


are advertising in search of the lost policy. 
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Cleveland Life Sale Approved by Ohio 
Commission 

CLEVELAND, Onto, July 8—The merger of 
the Cleveland Life Insurance Company with 
the Sun Life Assurance Company of Canada 
was unanimously approved Wednesday after- 
noon, at Columbus, by the special commission 
consisting of Harry L. Conn, Insurance Com- 
inissioner; Attorney General C. C. Crabbe, 
and Governor A. V. The formal 
entry has been made by the commission, and 
Sun Life certificates of guaranty will be 
issued immediately to all Cleveland Life 
policyholders. The commencement date of the 
Sun Life assumption of Cleveland Life risks 
Tst. 


Donahey. 


the 


was fixed as of July 


Fred S. Reed Compietes Fiftieth Year with 
United States Life 

The United States Life, New York, has held 
staff meetings for the last year or two about 
once a month. 

At the meeting last Wednesday an interest- 
ing surprise was sprung upon one of the mem- 
Fred S. Reed, head of the 
mortgage department, had just 
completed his soth year of continuous service 
He did not know that the 


bers of the staff. 
investment 


with the company. 
jubilee was being observed, but at the staff 
meeting Mr. Reed received the hearty con- 
gratulations of all members of the staff, fifty 
dollars in gold, and a gold watch chain and 
pendant from the officers and members of the 
staff. 

Dr. John P. Munn, chairman of the board, 
whose association with the company as medical 
examiner commenced nearly fifty years ago, 
made one presentation, and Leslie H. Smith, 
head of the policy loan division, the other, in 
happy speeches. 

Another member of the staff, William H. 
Terry, has been on the payroll of the company 
for fifty years, but retired on pension three 
vears ago. A gift in gold was sent to him. 


Penn Mutual Life Welcomes Visitors 

The Penn Mutual Life Insurance Company, 
of Philadelphia, is extending a hearty welcome 
to life underwriters who visit Philadelphia dur- 
ing the months in which the 150th anniversary 
of the signing of the Declaration of Independ- 





Middle-west 
Casualty Company 


writing most approved Accident 
and Health forms on A, B, C 
and D risks (commercial plan) 
in eight States, wants Produc- 
tion Manager who has record as 
personal producer and is capable 
of managing agents. Good sal- 
ary and Home Office connection 
to man who can qualify. When 
writing give age, experience, 
present connection and _ refer- 
ences. 


All correspondence treated in 


strictest confidence. Address 
XYZ, care THE SPECTATOR. 








Seventy-Five Years Ago 


the Massachusetts Mutual Life Insur- 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 
holders. 

During all these years this institution 
has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 


The Company of Satisfied Policyholders 


Joseph C. Behan, Superintendent of 
Agencies. 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 














ence is being commemorated by the Sesqu: 


Centennial Exposition. 





unlimited production. 


rights. 





Reading - Lancaster - York, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 
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HEADS PEOPLES LIFE 


O. Burget Succeeds A. A. 
Laird as President 


G. PHIPPS SECRETARY 


Arthur L. Ungerleider Becomes Actuary 
of Frankfort, Ind., Company 

There have been the following changes in 
the personnel of the Peoples Life Insurance 
Company, of Frankfort, Ind.: Eugene O. Bur- 
get, former secretary and general manager of 
the company, becomes president, replacing An- 
A. Laird, who recently resigned; Joseph 
advances from assistant secretary 


drew 
G. Phipps, 
to secretary ; Arthur L. Ungerleider will assume 
the duties of actuary. Mr. Laird, who resigned 
secause of ill health, will continue with the 
company as the chairman of the board of di- 
rectors and as a member of the board. 

Mr. Burget, voted 
president, is largely responsible for the growth 
through his 
Te is 

and 


who was unanimously 


and development of the company 
energetic work while general manager. 
also prominent in State insurance activities, 
is a member of the executive committee of 
the Indiana Association of Legal Reserve Life 
Insurance companies. 

Mr. Phipps connected with the 
Peoples Life for the past thirteen pears, hold- 
ing the position of assistant secretary. He is 
active in all business and civic affairs of the 
city, being a member of the board of directors 
of the Chamber of Commerce. He is the active 
head of the new business and policy depart- 
ment of the company. 

Mr. Ungerleider is a graduate 
the University of Michigan. He was one of 
Professor Glover’s assistants at Ann Arbor. 

Although the Peoples Life Insurance Com- 
pany was only founded in 1907, to-day there 
are only two other companies in the Hoosier 
State that have as much insurance. 


has been 


actuary of 


Detroit Life Has Big Month 

The June business of the Detroit Life In- 
surance Company of Detroit, as given out by 
Homer Guck, assistant to the president, 
amounted to $4,135,805. This, Mr. Guck be- 
lieves, is a record production for any life in- 
surance company in Michigan and brings the 
total new written by Detroit life 
agents in the first six months of 1026 up to 
$14,580,744, as compared with $11,762,c00 for 
the corresponding period last year. The June 
record was the result of a special campaign in 
honor of President M. E. 
largest single month’s production ever made 
by the Detroit Life, comparing with $3,300,000 
i June, 1925. Mr. Guck further states that 
business throughout Michigan and 
in Detroit in particular never was so satisfac- 
‘ory as at present. Other life companies also 
"port unusually large writings in that State. 
The actuating influence with the Detroit Life 
‘gents was their particular desire to honor the 
‘ompany’s president. 
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OF LIFE COMPANIES— FIRST SIX MONTHS OF 1926 
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and with his com- 
munity— 

You know the answer! 


If you sell Farmers & 
Bankers Policies you 
bank the premiums lo- 
cally and we invest the 
money in the territority 
we serve. This money 














































































































kept at home eventually 
comes back to you. 
Write for our cooperative plan. , ” 
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The Prospect’s Progress 


And when they were entered in through the 
wicket gate and had come onto the land of 


Contentment they looked about them to see 


what manner of place it was, and this is what 
they saw: 

All the people who dwelt in that place seemed 
to smile more often and to go about their 
daily rounds with a more cheerful spirit than 
in the city of Ruin from whence they had 
come, 

The sun shone more brightly. 

The birds sang more gaily. 

The flowers smelled more sweetly. 

The trees bloomed more profusely. 

The harvests were more abundant, and alto- 
gether it was a much more desirable place in 
which to live. 

Policyholder and his family set forth on the 
frst stage of their journey through the land 
of Contentment towards the city of Maturity 
with light hearts. His burden had been so ad- 
justed and lightened that he hardly knew he 
was carrying it at all; Even when he did 
feel it on his back it seemed to add strength 
to his limbs and comfort to his heart so that 
he walked more upright and more proudly than 
if he had had no burden at all. 

“How is it, good husband,” asked Mrs. Pol- 
ityholder, one day as they walked along to- 
gether, “that life is so much sweeter in this 
country than in the place from whence we 
tame? You work equally as hard, and so do 
We all, and yet we do not seem to wear our- 
selves out as we did of yore.” 

Policyholder.—“It is, my love, because my 
burden has been lightened, as you can see; but 
I gather that you would like to know how this 
tame about, and the wherefore of it.” 

Then said Policyholder, “Agent went into 
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“The Prospect’s Progress” will be pre- 
sented in the Industrial Insurance Sec- 
tion of THE SPECTATOR in five parts, of 
which this is the second. The story pre- 
sents the advantages of life insurance in 
a new and interesting form which should 
be of especial value to industrial insur- 
ance agents.—EnpitTor’s NOTE. 











the matter very thoroughly with me. It ap- 
pears that Life Insurance, his master, who 
knows all about the burdens of such as I, 
thinking deeply on the problem, reasoned as 
follows: Why should so many men be crushed 
down by the weight of their burdens? Surely 
these burdens could be considerably lightened 
and made more comfortable if every man helped 
his neighbor, and was helped in turn by his 
neighbor. Is it not written ‘Bear ye one an- 
other’s burden’? If the burden of the individ- 
ual be distributed amongst the multitude how 
much easier it will be for all. And so he did 
enter into this great undertaking and has ex- 
tended his operations onto every country on 
earth. Much happiness hath he wrought and 
many homes have been saved from ruin by his 
protecting hand. 

“He drives the wolf from the door. He 
educates and clothes the orphan child. He 
provides food and comfort for those whose 
portion, without him, would be hunger and cold. 
He brings solace to the widowed mother and 
contentment to the aged. 

“And all this and more is done thoughtfully, 
and unostentatiously. When he is most needed, 
he appears in his strength, and his strength 
manifests itself in proportion to the amount 
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of faith we have in him and the steadfastness 
thereof. There are some, so Agent told me, 
who in the beginning have a plethora of faith, 
kut who, finding their strength is not equal to 
it, lose their faith so that life insurance is un- 
able to help them. There are others again who 
have only a little faith and life insurance is 
only able to help them to the extent of it.” 

Then said the wife of Policyholder, “But are 
there none who, while yet dwelling without 
the gate, attain prosperity and happiness? Me- 
thinks I know of some one or two even in our 
own town who were possessed of much wealth 
and were happy withal, but they had little 
faith in this life insurance through whose coun- 
try we now journey. I have in mind one Fgoist 
who was very wealthy and his family had not 
a care in the world.” 

“Truly, good wife,” said Policyholder, “there 
are some who attain riches and happiness with- 
out the aid of life insurance. In fact life in- 
surance’s protection is neither riches nor hap- 
piness in itself. It tends to the accumulation of 
the former and conduces the latter. It guards 
that which we have and consummates our finan- 
cial ‘undertakings for us if we are prevented 
through death or disability from doing so our- 
selves. 

“As for our old acquaintance Egoist, have 
vou not heard that he was overcome with a 
swelling of the head and died before they could 
get him home? It is a fact—and a sorry plight 
his family was in, and much wrought up over 
the succession duties which they were required 
to pay before they could share the father’s es- 
tate. His properties and securities were valued 
by the State’s assessor and the tax levied on 
them amounted to a considerable sum. But 
there was a great depression in trade through- 
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Industrial Life Insurance—The Art of 
Canvassing 


out the whole country at that time and they 
were forced to sacrifice their securities in the 
open market for what they would bring, and 
they suffered great loss in order to raise the 
tax required, for it is a matter of general 
knowledge that the tax must be paid in the 
coin of the realm. 

“How much more satisfactory it would have 
been had Egoist sought the protection of Life 
Insurance. Had he done so Life Insurance 
would have provided the necessary ready money 
to pay the Death duties and the family would 
have been enabled to hold the estate intact, 
which I am sure is what Egoist wanted to be 
done. As it is, a great slice of it was cut off to 
pay the tax and the actual loss to the heirs on 
account of this was many times the amount of 
the tax. 

“So you see, my love, that, although there 
are some who are living in happiness and lux- 
ury without the protection of Life Insurance, at 
any moment circumstances may develop which 
will make them wish they had sought it earlier. 

“The protection of Life Insurance is appreci- 
ated most on two occasions, to wit: when it is 
too late to obtain it, and when it makes itself 
manifest. Life Insurance, wife, is a 
greater benefactor than You 
may point to one or two wealthy families who 
enjoy life without his aid but you forget the 
thousands upon thousands of happy, prosper- 
ous and contented people who are to-day thank- 
ing Life Insurance for their comfortable condi- 
tion. 

“But with all that the task of Life Insurance 
is barely begun. Think of our poor and pov- 
erty stricken, suffering the pangs of sickness, 
hunger and death, and miseries untold. all of 
whom ‘could have been much more happily cir- 
cumstanced by the timely invocation of the pro- 
tection of Life Insurance.” 

They had now come to the first hill on the 
way to Maturity and the road ran straight up 
and over the hill. At the foot of the hill they 
saw a young man gazing up at a signpost and 


good 


you imagine. 


on coming closer recognized him as the son 
of Egoist of whom they had been talking. 
When they had come up to him he greeted them 
warmly and they condoled with him the death 
of his father and told him where they were 
going. He thanked them and said, “Since my 
poor father’s death I have, as you see, under- 
taken the same journey as yourselves. My 
father himself started out on this road some 
years ago but he took the wrong turning and 
went along by that by-path which is indicated 
by the signpost.” 

Thev all looked at the signpost and saw that 
it pointed to Lapse. 

Then said the son of Egoist, “Learning on 
the death of my father, that he had once set 
out on this journey, and finding among hi 
papers a parchment, or Policy, we enquired o 
Life Insurance for the protection it promised, 
but were told that my father had lost faith in 
Life Insurance and had taken this side road.” 

“Where ends this road to Lapse?” asked 
Policyholder. Son of Egoist answered, “It is 
merely a way back to the city of Ruin. It 
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Industrial Life Insurance was origi- 
nally published by The Spectator Com- 
pany in 1905. This excellent text for 
industrial insurance agents continued to 
serve their needs until recently, when tt 
was felt that a thorough revision would 
add greatly to its value. Accordingly 
the aid of Saul B. Ackerman, assistant 
professor of insurance at New York 
University, was enlisted. The new edi- 
tion has just been published and orders 
are being received by The Spectator 
Company at $3.50 per copy. The book 
contains nearly 200 pages and is beauti- 
full bound in light blue cloth with gold 
stamping. 

The book is divided into two parts, n 
the first of which the principles of in- 
dustrial insurance are outlined. There 
are included a history of the business, a 
chapter analysing policy forms and a set 
of tables showing the amount of business 
done by each of the various companies 
over a period of years. 

The second part deals entirely with 
selling. It details the organisation of 
selling units, and further goes into meth- 
ods to be used in selling industrial insur- 
ance. 

The article herewith is a part of one 
of the chapters in the book, entitled the 
Art of Canvassing. It will indicate 
clearly the value of the book. 











Do you know what “straight canvassing” 
means? It means something more than “can- 
vassing”—something more than filling in your 
day by attending to a few back calls. It means 
“straight ahead” canvassing from the morning 
canvassing 





until your working day is done 
under system with a well-defined plan. It means 
having your mind made up as to where you 
are going to work for the day, and then adher- 
ing closely to that plan, allowing nothing to 
interfere or deter you. You never can tell just 
where the busines is going to be found. The 








passes through Lapse and then straight on to 
Ruin.” 

Said Policyholder, “Then let us push on by 
the main road and get over this hill. At the 
top is a resting place, a most delightful spot 
called First Renewal and there we shall be 
given our passport granting us all the privileges 
of the road for the next stage of our journey.” 

So they went on together up the hill and 
when they had come to the top they rested on 
the sunny bank by the roadside, and while they 
rested one came to them with a small parch- 
ment on which were certain writings signify- 
ing that they had completed that stage of their 
journey and, having fulfilled all the obligations 
of the road, were entitled to continue on their 
way under the protection of Life Insurance. 

They had not found the hill at all difficult 
of ascent because they had prepared themselves 
for it and because they were possessed of 
creat faith. 
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business may be in the very house you feel djs. 
posed to skip. One agent remembers a whok 
morning on a hot day in August on a broiling 
street canvassed from door to door without ap. 
parent result. No business obtained, nothing 
but discouragement and disappointment to show 
for the morning’s work. He was about to giye 
up and go back to the office, when he observed 
a small, unpretentious brick house presenting no 
promise of business. 
tomary story and came out the richer by ap 
application which not only repaid him for the 


morning’s efforts, but actually made it possible P 


to secure on back calls some business from 
those who had refused on the first visit. Yoy 
never know from where the business is coming, 


RincinGc Door BELLs 
There is not now, there never has been, nor 
will there ever be, as long as human nature 
remains as it is, any real substitute for that 
method of canvassing for industrial insurance 
which contemplates ringing door bells and tell- 
ing the story of life insurance on the weekly 
payment plan continually to the great masses 
of the people who have not heard or, if they 
have heard, have not heeded. That is the only 
real, common-sense way to get right down to 
the heart of the subject of canvassing, and the 
earnest, ambitious agent who wants to spend 
his time to the best advantage will tell you 
so. Ring door bells if you expect a successful 

career in industrial life insurance! 


No “Raprp TRANSIT’ CANVASSING 

“If you hear an agent say that he has can- 
vassed fifty or sixty houses to-day,” remarked 
a superintendent of a progressive and _ success- 
ful district, “you man make up your mind 
that he has not canvassed one of them prop- 
erly. Industrial insurance cannot be obtained 
in that rapid transit way. The agent who goes 
slowly, canvassing every house properly, miss- 
ing none, is the one who writes the business 
and gets the back calls. Thoroughness in can- 
vassing is as important as in every other 
branch of the work. In fact the work which 
has to be done over again by somebody else 
keeps many an otherwise progressive agent 
from succeeding. When you leave a house be 
sure vou have covered the ground so thoroughly 
that no one can get any more out of it by fol- 
lowing in your footsteps.” 


CANVASSING A PLEASURE 

There is a pleasure in meeting people who 
are prejudiced against the business or those 
people who have little or no knowledge com- 
cerning life insurance, and in working convince 
them that it is a necessity for them without 
which they cannot afford to live. The best 
people in any community are always ready to 
hear a man talk on any business which he 
thoroughly understands. So you see the neces- 
sity of learning the business so well that there 
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will be no phase which can by any possibility 
se upon which you will not be well grounded. 
a necessary quality in straight can- 
Tact is necessary in order to secure 


ari 
Tact 1s 
yassing. 
the audience and is necessary in order to know 
how to properly broach the subject of life in- 
surance. It tells when the talk has proceeded 
long enough and when you take up your hat. 
But to the persistent, straight canvasser who 
uses tact the door of success is always half- 
open and only needs another little push 


way 
n it wide for his admittance. 


to ope 


NorHING BUT STRAIGHT CANVASSING 

Years ago, when the business of life insur- 
ance upon the industrial plan was first intro- 
duced in the United States, there was nothing 
else but straight canvassing. Then no well- 
organized, well-advetrised company was_ back 
of every agent, helping him to success at every 
step. Every foot of the way had to be founght 
out by men who had the courage of their con- 
vietions, men who were not afraid to champion 
a new idea when they thought it was a good 
one. It was everlasting ringing of door bells 
in those days, for straight canvassing was the 
rule. No other method was known. No debits 
sufficient to support an agent existed. All was 
virgin soil, and the years have been spent in 


cultivating the ground. 


3USINESS DEVELOPMENT 

To-day straight canvassing remains, as for- 
merly, the only method by which to com- 
mand complete success in the industrial busi- 
ness. No matter how earnest and energetic 
may be your endeavors, unless you are, by 
straight canvassing, carrying your story into 
homes where you have never been before, and 
into families where the advantages of industrial 
insurance are unknown, you are not availing 
yourself of the only means you have of spread- 
ing your debit in new territory, and thus pre- 
venting what might well be called the “dry rot 
of inactivity.” 


THOROUGH CANVASSING 

There is urgent necessity in every industrial 
district for more “door to door” canvassing. 
Every superintendent will agree in this. The 
only way to find the people who are not in- 
sured is by courteously and persistently ring- 
ing the door bells. A great deal of tact is re- 
quired to “straight canvass” properly, to know 
how to secure the audience, to realize when you 
have said enough, to waste no time and yet to 


avoid a superficial canvass. Remember, that 
one house properly and thoroughly canvassed 
will bring better returns than a_ dozen 


In this, as in all other mat- 
ters in this vast busines, follow a clearly de- 
fined 


your own plan, but here are some suggestions. 


“skimmed over.” 


system. Of course you must develop 


DeatH CLAims Hetp CANVASSING 
Death claims paid should always be utilized 
in canvassing to their fullest extent. Some su- 
Perintendents issue a weekly statement, show- 
ing claims and dividends paid in the district 
during the preceding week, and the agents im- 
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mediately proceed to canvass thoroughly the 
neighborhood in which such payments were 
made. This is an excellent plan when properly 
worked and seldom fails to bring an increase. 


LITERATURE 

Most experienced agents always carry with 
them plenty of the most attractive literature 
issued by their company, advertising cards, or 
any little novelty which will serve to bring 
them the house—for the great art in 
straight canvassing is to get into the house. 
You can talk to much better effect in the par- 
lor than on the front steps! An excellent plan 
is to secure the names of the inmates before 
you ring the bell, and, if possible, the number 
Then you can go “loaded 


into 


of insurable people. 
for b’ar,” so to speak, and it will be your own 
fault if you came away empty handed. 


TurNeD Down 

Because you have been turned down once in 
canvassing in a certain house or section, do not 
let that disturb you nor prevent you from try- 
Every man has the right to change 
his mind. Every one has the privilege of alter- 
ing his opinions if he finds that they are anti- 
quated or unwise. So that it is frequently a 
very good plan, indeed, to take a list of pro- 
spective applicants previuolsy canvassed without 
success and work them over carefully. The 
results will generally repay you for the trouble. 
This can be done with very little waste of time, 
because you have already introduced the sub- 


ing again. 


ject. It is always the last blow that drives 


the nail home. 


INCREASE ALWAYS 

The end of all soliciting is new business, and 
the end of all new busines is increase and noth- 
ing else. Do not be misled by the thought of 
a big issue week after week if it is going to be 
later on, by a correspondingly big 
lapse ratio. The end of all endeavor is “1n- 
crease’—the quality of being a little farther 
The 
lost 
So 


cul- 


followed, 


ahead to-day than you were yesterday. 

only progress is that which counts a day 
that does not show some gain in results. 
therefore, if you are a new agent, do not 
tivate the ‘idea that your mission is io be a 
the life insurance 


consists 


walking encyclopedia of 


business. Your business, essentially 


of two things, the getting of new business and 


keeping in force the old. The other features 
of the business are purely incidental and apart 


the main issue, which never should be 


from 

lost from sight during business hours. I have 
seen men forget this, and their home offices 
have had to “call them down” on this very 
point—good business men, possessing judg- 


ment, tact and ability, and fine educators, but 
Do not forget your superin- 
tendent needs and must havye—producers. 


not producers. 


THE COURAGE OF THE BELL RINGER 
Men do not know what it means to ring the 
door bell of a strange house and inquire about 
hat takes courage of the 
the courage of the true, de- 


life insurance. 
deep-dyed order; 
termined man who, without the spirit or en- 
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thusiasm which comes with the crowd, quietly 
makes up his mind to get the best of the dif- 
ficulties which lie in his path and succeed 
through surmounting them. Did you ever start 
out in the morning with a little list in your 
hand, determined to call on every name it con- 
tained? How far down the list have you gone? 
Did you ever commence it? That is the diffi- 
cult part, and yet that is what straight can- 
vassing means. It is “straight ahead” canvass- 
ing. It means forcing yourself, in spite of 
doubts and fears and misgivings, to make the 
calls you had intended to make and to ring the 
door bells of the houses, one after another, 
which were on that list of yours. It is not an 
easy thing, that is true, but it is the test of 
your will power and courage. You will find, 
after you are in the house, it is far easier than 
it seemed outside. 


ADVERTISING NOVELTIES 

If possible, always preface your little talk in 
a strange house by the gift of some little sou- 
venir or advertising novelty, which is usually 
furnished by the companies for this purpose 
If the 
article is accepted the “prospect” is bound in 
You 
now have the opportunity and it is your own 
fault if you fail to interest and convince. 


This places you on a proper footing. 


politeness to lend an ear to your story. 


THE ONE TO SEE 

Tn straight canvassing one of the most diffi- 
cult points, and one requiring the greatest tact 
and judgment, is that of obtaining the inter- 
view with the proper person in the house. 
Among the homes of the well-to-do it is par- 
ticularly difficult oftentimes to obtain the first 
interview with the head of the house or the 
mother of the family you are trying to insure. 
In such cases try to secure from a neighbor 
the name of the person whom you intend to 
canvass, so that in making your call you may 
This, with a 
judicious and liberal use of canvassing mate- 
rail, such as calendars, cards, advertising nov- 
elties of all descriptions, will do much to se- 
cure vou the interview which vou want. If 
word is sent that it is impossible to see pou 
on that occasion, send in a polite request that 
vou be given an interview at some future time. 
If properly urged your request will probably 
result in your obtaining an appointment, and 
may result in an interview right away to save 
time. 


ask for that person by name. 


Tue Bustness THat Comes to THE AGENT 

You often meet a man who will tell 
vou that he is not quite ready, but when he is 
he will send for you. Do not take any stock 
in that, nor wait for him to send for you. The 
incomprehensible thing about life insurance is 
that as much as the public needs life insurance 
the agent is called for so rarely that when he 


will 


is called a suspicion is always aroused as to 
To get business you 
must work for the business—it will never come 
to vou. 


the character of the risk. 


Settrnc Your Mark 
In canvassing always set a mark for every 
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day's attainments. Make up your mind to have 
4 certain number of applications every day, 
one or two at least over and above your lapses 
for that day. Then stick closely to each day’s 
program until you reach the mark. That will 
insure your special salary every week, and that 
is what you want. To earn the special salary 
one week and not the next is demoralizing to 
the agent and unsatisfactory to the company. 


SysteEM AND ADVANCE PAYMENTS 

Be systematic in calling on the insured. Call 
as nearly as possible at the same hour on the 
same policyholder each week. Collect a few 
weeks in advance on every policy if possible 
and above all things carry on fictitious balances 
of high arrears. Do not collect on policies 
already in advance simply to make your bal- 
But bring up your arrears. 
You 


ance appear small. 
Bring them all into advance payments. 
then have satisfied policyholders, a_ satisfied 
company back of you, few lapses and a good- 
sized special salary voucher each week. 


Do Not Tatx Too Mucn 

A mistake which new agents frequently make 
in canvassing is in talking too much. Not 
quantity but quality of talk counts. Do not 
give the impression that you have “lots of 
words you never used yet” ready to spring out 
at a moment’s The interesting talk 
wins—not how much you say, but whether 
what you say is applicable to the particular 
situation. Is it going to help to influence the 
prospect to give you his application—that is 
the important thing. Study human nature. 
Learn to avoid subjects of an unpleasant nature 
or subjects which divert the mind of the pros- 
pect from the business at hand until the appli- 
cation is obtained. 


notice. 


ACQUAINTANCES AND (OTHERS 

So much has been said about the “advantage 
of a wide circle of acquaintaince” in this busi- 
ness, and of the possibilities open to a person 
who has many friends, that it might be well 
right here to put in a word or two for the man 
who does not bother his friends, but who dives 
right in, head foremost, into the sea of straight 
determined to “sink or swim.” 
The fact is that the business is very demoraliz- 
ing when you simply try to “work” your 
friends and acquaintances, the circle of whom 
is, of course, limited. A large circle of friends 
is not apt to help a man so very much, unless 
they are business friends whom he has made 
through canvassing. After all, the man who 
gets off his debit and goes into the fresh, new 
fields in canvassing is the one who increases his 
list of available prospects—not the one who 
continues week after week to bore an over- 
indulgent friend who does not intend to give 
you an application, and never did, but is too 
polite to say so. 


canvassing, 


SELF-CONFIDENCE 
Success in canvassing for life insurance re- 
quires a large man’s size edition of “self-con- 
Do not let anything scare you. Not 


fidence.” 


appearances, for industrial insurance is carried 
in palace and cottage. Not the “cold shoulder,” 
for it needs insurance just as much as the 
Not the “wrath” of the head of 
the house, for you have ever ready the “soft 
answer” to turn it away. Haye confidence in 
yourself and your own abilities and the battle 
is half won. 


warm one. 


Do Not Overtoap, SEEK New FIELDs 

The constant call for “increase” is an urgent 
necessity for door-to-door canvass. Increase 
should not be depended upon from homes in 
which the agent already has premiums, because 
in a great many instances the writing of a five 
or ten cent increase on a policy that has been 
in force several years is the means of loading 
too much premium in that house. In a good 
many cases not only the lapse of the increase 
but of the original policy also follows. Hence, 
a positive rule is that all debits should be cov- 
ered thoroughly and as quickly as possible for 
collections, so that the greatest amount of time 
possible may be devoted to the canvassing for 
people not insured. This means persistent and 
continued ringing of door-bells. Of course the 
advantages of straight-canvassing in this way 
are manifold. One advantage is that every 
new policyholder you secure should be made a 
lasting active advertisement for your company 
and yourself. 


Business CLose aT HAND 

A strange fact 
is that men will eften hunt the longest for that 
which lies at their feet. 


Where is the new business? 


There is a story of a 
man who spent his youth in the pursuit of hap- 
piness which forever eluded him, until in old 
age, after life had been wasted, he found it in 


his home. Just so in life insurance—your field 


is your own locality, your own block, your 
nearest neighbor first and after him the next 
one, and so on. 


WHERE TO BEGIN 

“Where is business to be obtained?” asks the 
new agent, who, seeing the field apparently so 
entirely filled, wonders where he shall begin 
to make his work effective. You do not have 
to look far. It is right at your very door— 
often with your nearest friends. Do not 
imagine that the field is entirely covered, nor 
that your neighbor’s field is better than your 


own. It is not. The best field is the nearest. 


Back CALs 

“Method” and system” are essential in the 
industrial business. One of the important 
things is a record of all “back calls” with suffi- 
cient explanatory memoranda to clearly iden- 
tify the case when it is necessary. “Back 
calls” should be followed up regularly at the 
time appointed in your previous interview. 
Many a prospect who did not want insurance 
when you first talked to him on the subject, 
may have changed his mind up by this time. Do 
not give a case up while vou know he is insur- 
able and has the money to pay his premiums. 


Do Not Live Orr Your DEsit 


How many agents with debits appreciate the 
value of a real house-to-house, straight can- 
vass? Many think they can secure enough 
business directly from their debits. The great 
mistake is to confine yourself to such narrow 
possibilities. There is more business outside of 
your debit than there is on the debit. Canvass- 
ing in entirely fresh fields is the method which 
develops the agent’s capacity, and increases 
his salary voucher. 
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INSURANCE FABLES 


New Series 


THE CITIZEN AND THE 


AGENT 


By WILLIAM ALEXANDER 


A certain Citizen once fell in with a Life Underwriter, onl the follow- 


ing conversation ensued: 
““What’s your business?” 
cy? ? te) 
I’m a confidence man. 
‘“‘That’s a frank admission.” 
“Yes, and I’m proud of it.” 
“How do you work?” 


“T win the confidence of people and then show them how to take care 


of their loved ones.” 


“You expect me to believe that?” 


“Certainly, I offer the protection of life insurance to those who confide 
in me, and thus win their everlasting gratitude.” 


APPLICATION 
Only those who can win the confidence of the people they wish to 
serve succeed in the life insurance business. 
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“OUT OF THE ORDINARY” 


Writing Surety Bonds for Your 
Clients, Poor or Rich, is Our Busi- 
ness. In Considering Moral Haz- 
ard, Together With the Merits of 
Any Case—and in Accepting 
Other Than Quickly-Convertible 
Collateral—This Company Offers 
a New and Exceedingly Liberal 
Underwriting Policy 


THE EQUITABLE SURETY 
COMPANY 


HAROLD R. CRONIN, President 
HAROLD SPIELBERG, Vice-Pres. and Gen. Mgr. 


130 William St. New York City 


Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 





Paid to Policyholders, 
i ee re $21,000,000.00 


Insurance in Force as of 
Dec. 31, 1925.. .... .$148,281,904.00 





A. C. Tucker, President 


C. D. Costello, William Koch 
Secretary Vice President 

















Insure In Sure Insurance 


LirE—AccipENT — HEALTH 
TO MEN of CHARACTER and ABILITY 


We have open territory in which £4 
we will establish district managers 
in the following states: 


Kansas, Missouri, Texas, Ar- 
kansas, Nebraska, Wyoming, 
Colorado, Nevada, California, 
Washington, Oregon, and Illi- 
nois. 

All our policies are modern in 
coverage, liberal in occupational 
ratings, excellent commissions, and 
renewals, with home office aid in 
agency building efforts to those 
who desire to grow with a progres- 
sive Life Insurance Company. 











me SS. 


“Liberty Life AgentsBriveSorrowfre m Tomorrow” 


The Liberty Life 


Insurance Co. 
Liberty Life Bldg. Topeka, Kansas 
CHARLES A. MOORE, Vice President & Manager 














PIONEER LIFE 
INSURANCE 
COMPANY 


HOME OFFICE 


GREENVILLE, S. C. 


An Old Line Company With 
A New Line of Policies 


JOHN T. WOODSIDE 
Chairman of the Board 


T. OREGON LAWTON 
President 


H. B. SPRINGS M. R. WILKES 
V. Pt. & Secy. V.-Pt. & Treas. 
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OAK VERSUS PINE 

Do not get the “brown-stone shivers” when 
you run across a particualrly imposing resi- 
dence in the course of your day’s canvassing. 
Do not pass by the building. There is as much 
business, and often more, behind the granite 
front and doors of paneled oak, as there is in 
the less pretentious cottage. Only a little more 
tact is sometimes required. 


INSTRUCTION IN CANVASSING 
A good many among 

agents may be traced directly to the lack of 
proper instruction by their assistant superin- 
tendents, An assistant should be an educator 
as well as a manager, and a leader in all pro- 
gressive movements as well as a director of 
his men. The assistant who can go from house 
to house with his men, writing business with 
them, noting and commenting upon their short- 
comings, and showing them by example, as 
well as precept, the proper method to obtain 
business and to keep the business, approaches 
very clearly the ideal of a successful assistant. 


failures industrial 


Eureka=Maryland Has Successful Half 
Year 

Eureka-Maryland Assurance Corpora- 

Md., reports a favorable 

record both from a financial 


The 
tion, of Baltimore, 
first six months’ 
standpoint and from a new business standpoint. 

The corporation has an industrial increase 
for the first six months equivalent to 90 per 
cent of its increase for the first six months 
of 1925. 

In the ordinary department they have passed 
last vear’s record by close to half a million 
dollars. 

The child’s educational policy, which the 
Eureka force have been supplied with for the 
past three years, continues to prove one of 
the big factors in the ordinary increase. These 
policies are issued in the form of a bond, ma- 
turing four series: First bond, amounting 
to $800, matures at the eighteenth birthday, the 
second at the nineteenth, the third at the twen- 
tieth and the fourth at the twenty-first. It has 
been ascertained by the corporation that $800 


is the average cost of a college education 
vearly. The policy is so arranged that the 
child is assured a four-vear college course 


upon the maturity of the policv at age eighteen, 
when premiums cease and the coupons mature 
in the order mentioned. 

The volume of force bv 
Eureka-Maryland Assurance Corporation has 
now passed the fifty million mark and indica- 
tions are that the total increase for the current 
vear will eclipse any previous year’s record. 


insurance in the 


L. B. Gilham to Retire 
A., July to.—After 
with the Life Insurance Company 
of Virginia, L. B. Gilham will retire on July 
17. Before the company’s office in Manchester 
(South Richmond) was consolidated with the 
Richmond office, Mr. Gilham was in charge. 
During recent years he has been district man- 
ager at Columbia. S. C. He will be succeeded 


Ric Monn, \ many years 


of service 
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PRUDENTIAL NOTES 


Promotions to Assistancies 
Announced 


Many 


CHARLES L. BOYD CELEBRATING 


Holds Outing for Staff Upon Completion 
of Thirty Years’ Service With 


Company 
The assistancy force in the Mankato, Minn., 
district of the Prudential has been increased, 


and Agent Halford C. Oversea has been pro- 
moted to fill the new position. 

Additional assistancies have been created in 
Milwaukee, and in recognition of their rec- 
ords Agents Cecil A. Gillis of Milwaukee No. 
, and George A. Casper of Milwaukee No. 2, 
i been advanced to assistant superintendents. 

Agent Gerald R. Schwerke, who has been 
operating a debit in Sheboygan for a number 
won his assistancy 
taking charge of the Sheboygan staff. 

Superintendent Charles L. 
No. 2 has rounded out thirty 


of years, recently spurs, 
Detroit 


service 


soyd of 
years of 
holding a 


with the company. The district is 


special effort in his honor, and, according to 
present plans, Mr. Boyd outing 
for the members of the staff, as well as their 
wives and sweethearts, on July 10, 
the occasion. 


will hold an 


to celebrate 
On June 7, Assistant Stephen D. Brown of 
Detroit No. 4 joined the Diamond Badge ranks 
of the Prudential Old Guard. 

Agent Harry C. 
one of the most enthusiastic 
account conditions” 
its ranks. 


3owman of York, Pa., is 
“sood 
has in 
At the present time his arrears 
a little over one per 
$200.15. 

Agent Abram S. Rush of Phillipsburgh, Pa. 
(Easton, Pa., district), completed 
thirty-five years of continuous service, and re- 
ceived the gold locket and certificate indica- 
tive of Class “G” of the Prudential Old Guard. 

The following named representatives of Di- 


vision “K” 


devotees of 
that Division “K” 
are 


only cent of his debit of 


recently 


+ 


were recently recipients of the gold 
they had 
are now 
the Prudential Old 


Sm« yver of 


locket and certificate signifying that 


passed the twenty-five-vear mark, and 
rembers of Class “E” of 
Agent Charles M. 
town, Pa. (Bethlehem) ; 
tendent William H. Mc 
Pa. (Hazleton), 


of Bethlehem. 


Guard: Kutz- 


Assistant Superin- 
Carran of Freeland, 


and Agent Edward E. Beitel 


Assistant Superintendent Alexander Clark of 
Harrison, N. J., and Agent Herman Fahren- 
holtz of Bloomneld, N. J., recently completed 
fifteen years of continuous service in the com- 
pany’s employ. Poth have made consistently 
good records in their respective positions and 
districts. 


The following promotions were made during 


June in Division “M” 


the ae of from agent 


there by C. E. Canady, district manager at 
Anderson, S. C. Mr. Canady’s post will be 
filled by the promotion of W. E. Hentz, as- 
sistant district manager at Anderson. 


2I 


INDUSTRIAL INSURANCE SECTION 


to assistant superintendent: Wm. P. Pritchard, 
Newark No. 1; Frank C. Westerdale, Har- 
rison, N. J.; C. Lloyd Cyphers, Red Bank, 
N. J.; Leo Salz, Asbury Park, N. J.; Thomas 
E. Burke, Trenton No. 1; Frank A Palmer, 
Trenton No 2, and William A. Hegel, Eliza- 
beth No. 2. 

Agent A. H. Sapp of the Atlantic City Dis- 
been admitted to the $100,000 
class of Division D. 

Superintendent G. M. Sterm of Philadelphia 
No. 3 district, is promising to lead Division 
“PD” in ordinary production, as the number of 
agents in his district who are writing ordinary 
in large amounts is increasing weekly. 

Assistant Superintendent D. A. Quinn and 
his staff of agents of the Atlantic City Dis- 
trict recently paid a visit to the home office. 

Superintendent J. P. McNamara of Ithaca is 
the leading Division “H,” 
ordinary net increase proportionate. Superin- 
tendent N. W. Regan of Rochester No. 2 dis- 
trict is the Division “H” leader in industrial 
net increase proportionate. 

Agents C. Edward Lane of Ithaca, and Geo. 
Rochester No. 3 were promoted to 
the positions of assistant superintendents in the 
districts for the week of June 21. 


trict has now 


superintendent in 


G. Beck of 


same 

The following agents have been added to the 
list of merit button men: John F. Buchanan, 
Buffalo No. 1; Frank B. Carr, Jamestown; 
Eugene B. Mottola, Middletown, and John J. 
Fallon, Rochester No. 2. 

Jos. T. Kimberly, formerly assistant superin- 
tendent at Warren, Ohio, was promoted to the 
position of superintendent at the Zanesville, O., 


district on Wonday, June 28, 1926. 
To fill the vacancy in the assistancy ranks 
caused by Mr. Kimberly’s promotion, Joseph 


FE. Round, an agent in the Warren district, was 
advanced to the position of assistant superin- 
tendent. Mr. Round’s record as an agent gives 
evidence that he will handle his new position to 
satisfaction of all concerned. The ap- 
pointment dates from.July 5, 1926. 

Assistant 
selot, after making a very 
New Brunswick, N. J., has been transferred 
Mass., in the same capacity. 

Some recent promotions to the position of 
assistant superintendent are: James L. Lyon, 
Wheeling, W. Va.; John F. Kidd, Baltimore 
No. 2; Harry A. Radwitch, Baltimore No. 4; 
John W. Hill, Richmond, Va.; Albert C. Har- 
rison, Baltimore No. 2; Ollie L. Mose, Tampa, 
Fla.; HaHrry L. Bredehoeft, Baltimore No. 
2, and Frank G. Wiegan, Tampa, Fla. 


the 


Eugene R. Ros- 
favorable record in 


Superintendent 


to Malden, 


Reliance Life Opening Up in Utah 

SaLtt Lake City, Utau, July 7—The Re- 
liance Life Insurance Company of Pittsburgh 
is opening up a general agency in Utah com- 
July 1. It will maintain offices in 
the new Continental Bank building at Second, 
South and Main streets. William P. Bennett, 
who has been an agent of the Equitable Life 
of New York for several years past, will be 
general agent. The Reliance already has some 
business in Utah. 


menciyge 








THE SPECTATOR 


Thursday 


INDUSTRIAL INSURANCE SECTION 


Reliance Life Meeting 
(Concluded from page 11) .. 


rand join the Reliance Life, but this, he said, 
‘was the best investment he had ever made. If 
‘a prospect admits the need for protection, likes 
the policy and can afford it, there is no excuse 
for the agent failing to close the sale. The 
‘agent should bear in mind, when talking with 
his prospect, the relative value of one dollar 
‘to the prospect as compared to the value of 
that dollar to a widow. “Sell the needs of 
insurance and not the cost of insurance” was 
the substance of Mr. Maule’s admonition. 

Dr. W. W. Hobson, assistant medical di- 
rector, appearing in place of Dr. Eakins, 
quoted some confidential figures on the com- 
pany’s underwriting operations, and then Mr. 
Cleary was called to the platform. 

Mr. Cleary’s allotment for the first six 
ymonths of 1626 was $300,000 of life insurance 
and $1,500 in accident and health. Up to the 
end of June he had paid for $532,909 of life 
insurance and $1,501 of accident and health. 
Mr. Cleary believes in the value of printers’ 
ink, spends money in advertising, and pat- 
ronizes papers and journals that publish stories 
and data affecting insurance. He told the dele- 
gates of the importance of a personal touch in 
selling life insurance and instanced birthday 
cards, wedding congratulations and the like as 
samples of such contact. 


A BusINEss For YOUNG MEN 


“The Young Man in Life Insurance Sales- 
manship” was the topic chosen by Wilson 
Slick, general agent of the Cambria department 
of the Reliance Life, who was the last speaker 
at the Thursday business session. 

He said that the study of medicine requires 
an investment of about $10,000 and eight years’ 
work to achieve success; a lawyer’s largest 
earnings occur between the ages of 45 and 60; 
a doctor’s between the ages of 35 and 50: a 
dentist’s between the ages of 45 ard 55; while 
a life insurance agent has a production period 
on the average extending from age 25 to 65. 
This makes life insurance a business peculiarly 
fitted for young men and if they will remem- 
ber that 87 cents of every dollar left by those 
who die comes from life insurance, there need 
be no question of the service they can render. 
Mr. Slick believes that sooner or later all 
schools will have chairs of life insurance sales- 
‘manship and pointed to the talk already ram- 
‘pant, of companies themselves endowing such 
chairs. as supporting his contention. 


Tue Last Day 


The business session on Friday was presided 
over by W. L. Wilhoite, superintendent of 
agencies for the Eastern division of the Re- 
liance Life and the feature of the gathering 
was the talk made by E. J. Schellentrager, 
special executive representative for the West- 
ern Pennsylvania department. Mr. Schellen- 


trager is the leading producer of the company 
and his topic, entitled “Life Insurance Vision,” 
‘afforded him an opportunity to indicate the 
pinion an agent should have of his business. 





“Life insurance,” he said, “is a substitute in 
money for the greatest thing in life—human 
life itself.” Vision as applied to selling means 
that the agent must paint mental pictures and 
word pictures for his prospect and must vis- 
ualize for his client the idea of life insurance 
that he himself holds. The business is on the 
same plane as social endeavor, said Mr. Schell- 
entrager, and the money paid out in claims 
serves the same end. A “no” from a prospect 
to-day means a “yes” tomorrow if the amount 
of the possible policy is worth the effort and 
the agent keeps after his man. “No man can 
be sold out of the small class unless you have 
taken hold of his emotions through the verhal 
pictures presented,” said the speaker. The 
agent must prepare his case before presenting 
it, he must not delay and he must forget him- 
self and what he has to say sufficiently to per- 
mit the prospect to talk himself into taking 
the policy. At the close of Mr. Schellen- 
trager’s remarks, Dr. Johnson, in a few well- 
chosen words, gave an appreciation of the star 
producer’s work and paid a tribute to his 
ability. 


A PROFITABLE VOCATION 


The first address of the morning, “Life In- 
surance vs. School Teaching,” was delivered 
by J. H. Rose, general agent of the Rose 
Agency, who pointed out the advantages of 
life insurance as a vocation and said that it 
was a business which made it possible for a 
man to provide for his old age, develop his 
character, earn a livelihood and pay his debt 
to his family. This is an age of specialization, 
he said, and the agent must keep abreast of 
the times, must advertise and must build a sys- 
tem of good personal and business habits which 
will make for success. 

After a talk on “Why I Am in the Life In- 
surance Business,” as visioned by M. D. 
Lewis, of the Maule Agency, G. G. Lamar, 
supervisor in charge of the Florida depart- 
ment, discussed “Closing,” and said that the 
test of a life insurance agent’s work was the 
number of sales he made. If you do not know 
how to close a sale, you will fail. Don’t be 
afraid to push sales and summarize the main 
points of your argument when making the 
close. Get your prospect in the “yes” frame 
of mind and don’t talk vourself out of a sale. 
Mr. Lamar was preceded by H. T. Burnett, 
supervisor in charge of the Western Pennsyl- 
vania department, who dealt with co-operation 
between home-office officials and men in the 
field; and was followed by Mr. Schellentrager. 


Mr. Grecory’s REMARKS 


L. P. Gregory, assistant secretary in charge 
of the accident and health department, dis- 
cussing the topic “Perfect Protection,” said 
that the men of the Reliance Life had a re- 
trospect, a present vision and a prospect of 
unequalled greatness. The Perfect Protection 
Policy has ably served the purpose for which 
it was devised, he said, and although the acci- 
dent and health rate had been raised recently, 
this was necessary on the basis of underwrit- 
ing experience and would not cut the agent’s 


22 


commissions. Last year the company paid oyt 
72.3 cents on every dollar of health insurance 
and 60 cents on every dollar of accident jp. 
surance premiums. A rate increase was the 
only thing possible under the circumstances, 
“Our rates for the service rendered,” said Mr, 
Gregory, “are still certainly and unquestionably 
lower than the rates charged by any other cas- 
ualtv company for the same service.” Business 
in which accident and health and life insurance 
were not balanced was not desired by the Re. 
liance Life and the possibilities of the acci- 
dent and health department have so far been 
realized that the company now has $1,400,009 
of this class in force in combination with life 
insurance. After an announcement by Mr, 
Baldwin that there would be a Convention 
Appreciation Contest throughout the field dur- 
ing the coming weeks, and the adoption of a 
resolution thanking the company officials for 
all they had done for the delegates, the meet- 
ing came to a close. 


Onty WoMAN DELEGATE 


It was noted at the session that Mrs. Laura 
McCain was the only woman agent to qualify 
for the convention. Mrs. McCain has just 
finished her first year as a full time agent at 
Houston, Texas, and has already won one of 
the company’s gold watches for a steady pro- 
duction of one or more applications per week 
for 52 weeks. Another individual whose work 
was specially drawn to the attention of the 
convention was A. V. Knight, who, in Good- 
man, Miss., a town of 264 white people, wrote 
thirty-six policies for a total of $121,000. In 
addition, L. L. Davis received special recogni- 
tion because of the fact that in January he 
wrote four applications for a total of $1,600, 
000. The progressiveness of the company’s 
agents was embodied in the accomplishment of 
S. I. Rosenberg, general agent of the Seaboard 
department in Baltimore, who, during the con- 
vention, wrote a $10,000 policy on the life of 
the dance orchestra leader. 


Western and Southern Life News Items 

Trophy winners for May, 1926, were as fol- 
lows: A—Lansing; Division B— 
Lancaster; Division C—Charleston; Division 
D—Evansville; Division E—Chicago-Engle- 
wood; Division F—St. Louis Central. 

The ordinary leaders to date in the entire 
field are: Superintendent M. E. Livingston, 
Assistant Superintendent W. Curtis, 
Gary; and Agent A. Guba, Gary. The indus- 
trial leaders are: 

Superintendent F. E. Brawley, Middletown; 
Assistant Superintendent A. C. Wilson, Ports- 
mouth; and Agent G. Dyuricza, New Castle. 

As agent, assistant, and supervisor of Divi- 
sion “C,” James W. Gray has built for himself 
a record and a reputation which justifies the 
company in appointing him as superintendent at 
East Liverpool. Superintendent Gray is of 
the up-and-coming type, a go-getter who will 
be satisfied with nothing less than the leader- 
ship for his district. 

The expansion of business in the Chicago belt 
has necessitated an office in Oak Park. 
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WINDSTORM AND TORNADO 
INSURANCE 


Dr. F. L. Hoffman’s Interesting and 
Informative Book Is Published 





A VALUABLE CONTRIBUTION UPON AN 
IMPORTANT TOPIC 


It Describes Storms and Their Occurrence, 
and Deals With Insurance Rates, 
Losses and Other Data 


The book entitled Windstorm and Tornado 
Insurance, written and compiled by Frederick 
L. Hoffman, LL. D., consulting statistician of 
the Prudential Insurance Company of America, 
member of the American Meteorological So- 
ciety, member of the American Seismological 
Society, etc., has just been published by The 
Spectator Company. 

The chief objective of this treatise is to em- 
phasize the universality of the need of wind- 
storm insurance as a means to the adequate 
protection of property owners against losses 
which are largely, if not entirely, unavoidable, 
but which are inherent in the peculiar weather 
conditions of this country. 

While the number of windstorms is appar- 
ently not increasing, the liability to property 
damage is, of course, vastly greater than it 
formerly was, because of the rapid settlement 
of all sections of the country and the huge 
yearly addition to the values of buildings and 
their contents. The wealth of the country has 
increased from $16,c00,000,000 in 1860 to 
$321,000,000,000 in 1920, and during the past 
five years has probably reached the $500,000,- 
000,000 mark. <A large proportion of this 
property is subject to damage by windstorms 
and should be protected by insurance. 

Professor Charles F. Brooks of Clark Uni- 
versity is quoted as having said that “While the 
Middle West and South are most in the public 
eye as regions where destructive windstorms 
occur, the East and parts of the Far West are 
by no means safe. Destructive windstorms 
occur in all States. Tornadoes occur in all but 
a very few. No large area in the United 
States east of the Rockies or even in the well- 
inhabited parts of Southern Canada is im- 
mune.” 

In connection with the subject of windstorms 
and tornado insurance, Dr. Hoffman says: 

In the light of extended and thoughtful con- 
sideration, I am fully convirced that there is a 
most promising future for windstorm insurance 
if it proceeds upon more general assumptions 
and explains its plea to the public by more in- 
telligent publicity. Individual instances of vast 
damages in particular localities unquestionabl 
have an effect upon the local population, but 
that effect is soon lost, and the business re 
sults arc often meager when collectively con- 
sidered. It would, therefore, seem a much 
better method of procedure to appeal to the 
public at large on general principles, and insist, 
in season and out, that serious winds‘orm dam- 
age is a risk inherent in all parts of the coun- 
trv, due to our peculiar weather conditions, 
which can only be guarded against, as regards 
pecuniarv damages, through a liberal practice 
of windstorm insurance. 


COMMISSION PLAN: 


Proposed Scale for Ordinary Terri- 
tory of Eastern Underwriters 
Association 


15 AND 25 PER CENT BASIS 


Portion of Tentative Constitution Re- 
leased Following Recent Hearing 


‘ 


The tentative commission plan for the “or- 
dinary territory,” including all territory outside 
of the cities of Baltimore, Boston, Buffalo, 
Newark, N. J., Hudson and Essex counties, 
N. J., Philadelphia, Pittsburgh, Pa., and Wash- 
ington, D. C., was announced as follows by 
the committee organization of the proposed 
Eastern Underwriters Association: 


CoMMISSIONS 
The following rates of commission (mean- 
ing agents’ commission plus brokerage, if any, 
combined) shall be the maximum which any 
member may allow in the respective localities 
named on fire and tornado business, on and 
after October 1, 1926. 


ORDINARY TERRITORY—F IRE INSURANCE 

Twenty-five per cent on protected risks as 
hereinafter specifically classified, and desig- 
nated by the rating organization having juris- 
diction as being under municipal fire protec- 
tion, the occupancies of which are only as 
described ; except where five (5) or more per- 
sons are employed in any specifically hazard- 
ous or manufacturing pursuit incident to the 
occupancies specifically named or otherwise, 
on such building or buildings and their con- 
tents the commission shall be 15 per cent. 

Note—“‘A” “Brick” includes stone and fire- 
proot (not brick veneer, brick cased, cement 
or concrete block, interlock and hollow tile). 
When construction is not indicated it means 
“any construction.” 


BuILDINGS AND CONTENTS (PROTECTED) 
Dwelling houses—and their dwelling house 
contents. 
Note—“‘A” In case of insurances upon the 
contents of dwelling houses, the inclusion of a 
(Concluded on page 26) 


The scope of Dr. Hoffman's valuable work 
on Windstorm and Tornado Insurance is shown 
by the following chapter titles: 1. Storms and 
Their Occurrence; 2. Causes of Storms: 3. 
Typical Tornadoes; 4. Destructive Storms; 5. 
Wind and Hail Losses; 6. Weather Bureau’s 
Tornado Records; 7. Windstorm 
Premium Rates; 8. Experience of Particular 
Companies; 9. Tornado Insurance Experience: 
Storm Ex- 


Insurance 


10. Cyclones and Hurricanes; It. 
perience by States. 

Windstorm and Tornado Insurance is a book 
ef 116 pages, with 20 illustrations, in full cloth 
binding with gold stamping, and sells at $2.50 
On quantity orders the prices are 

12 copies, $28.50; 25 copies, 
100 copies, $200. 


per copy. 
as_ follows: 
$56.25; 50 copies, $106.25; 
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DISTRIBUTION OF FIRE 
INSURANCE 


New 1926 Edition Shows Premiums 
and Losses in All Classes of In- 
surance 





IMPROVED IN FORM AND MUCH 
ENLARGED 





A Valuable, Compact and Convenient 
Handbook for Company Executives, 
General and Special Agents 
Last week The Spectator Company issued 
the new 1926 edition of Distribution by States 
of Fire Insurance in the United States, show- 
ing the premiums received and losses incurred 
in each class of business for each fire or 
marine insurance company in each of the States 
and territories, together with recapitulation 
tables. This edition is by far the largest ever 
issued of the publication named, embracing 470 
pages of statistics; but it is so compactly and 
conveniently arranged that the book may be 
easily carried in his bag by the special agent. 
The classes of premiums and losses shown 
in Distribution by States include fire, motor 
vehicle, tornado, hail, sprinkler leakage, riot, 
civil commotion and explosion, ocean marine, 
inland marine, earthquake, rain, rain and flood. 
tourist baggage, parcel post, registered mail, 
flood, rain and crop water damage, rain and 
frost, golfers’ outfit, mail package, use and 
occupancy, contingent commission, frost and 
freeze, crop, jewelry, grain and crop, rent in- 
surance, frost, and air craft. Totals are also 
given of all classes written by each company 
in each State and territory, and following the 
1925 figures of each class are given five-year 
totals for such class when available. As to 
fire insurance, motor vehicle insurance, and 
total business (all classes), the information is 
subdivided according to kinds of companies as 
follows: Stock companies, mutual companies, 

Lloyds and inter-insurers. 


RECAPITULATION TABLES 

One recapitulation table gives totals of pre- 
miums and losses for 1¢25 by States, as fol- 
lows: Stock companies—fire; stock compa- 
nies— motor vehicles; stock companies—total 
mutual companies—fire; mutual 
companies—motor vehicle; mutual companies 
—total business; Lloyds and inter-insurers— 
total business; tornado, sprinkler leakage, riot, 
civil commotion and explosion, ocean marine, 
inland marine, earthquake, hail, rain, rain and 
flood, tourist baggage, parcel post, registered 
mail, flood, rain and crop, water damage, rain 
and frost, golfers’ outfit, mail package, use and 
occupancy, contingent commission, miscellan- 
eous, frost and freeze, crop, jewelry, grain and 
crop, rent, frost, air craft; also grand totals 
for each of the respective groups. 

The other recapitulation table gives the 
total premiums and losses with ratios of the 
business in each State and territory respec- 
tively and in Canada, in the years 1885, 1890, 

(Concluded on page 27) 
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LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President JOHN KAY, Vice-President 


A. H. HASSINGER, Secretary WELLS T. BASSETT, Secretary 


JANUARY Ist, 1925, STATEMENTS 
FIREMEN’S INSURANCE COMPANY OF NEWARK, Organized 1855. 


ASSETS LIABILITIES 
$15,123,531.91 $8,536,871.80 


$5,474,032.20 $3,213,098 


$3, 
THE oe FIRE AND MARINE "INSURANCE co., Organized 1853 


NET SURPLUS 
$3,586,660.11 


SURPLUS POLICYHOLDERS 
$6,586,660.11 


$1,260,934.0U $2,250,934.06 


$1, 
MECHANICS: INSURANCE CO. oF PHILADELPHIA, Organized 1854 


$4,175,490.93 $2,575,127.95 


$5,252,813.31 
HEAD OFFICES: NEWARK, N. J. 


$3,751,385.75 


$600,000 
NATIONAL-BEN FRANKLIN FIRE INSURANCE co., Organized 1866 
PHILADELPHIA, PA. 


$1,000,362.98 $1,600,362.98 


$1,501,427.56 
PITTSBURGH, PA, 


$501,427.56 


DEPARTMENT OFFICES 


Western Department, CHICAGO, ILLINOIS, WAITE BLIVEN, Vice-Pres. and Manager. 
General Agents for Southern Territory 
Florida, Loren H. Green, Jacksonville; Maryland, Poor & Alexander, Baltimore; Texas, Cravens, Dargan & Co., Houston 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Pacific Department, SAN FRANCISCO, CAL., W. W. and E. G. POTTER, Managers 

















General ccident 


FIRE AND LIFE 


ga ASSURANCE CORPORATION, Lid. 


ae RICHA2DSON, United States Manage 


y GENERAL BUILDING, 4m & WALNUT STS. 
wal PHILADELPHIA 









P., O. BOX 884 


SOUTHERN LIFE AND HEALTH INS. CO, 


‘‘Oldest and Best’ 


Has openings for good debit men and business 
producers. 


BIRMINGHAM, ALA, 

















NorTHERN INSURANCE Co. 


OF NEW YORK 
83 MAIDEN LANE NEW YORK 


FIRE 
AUTOMOBILE 




















SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 











Total claims paid 26 years ending 
December 31, 1925, $45,599,665.53 











C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE @ ACCIDENT INSURANCE CO. 


Home Office, National Building 


NASHVILLE - - - TENN. 














Great American 
Insurance Company 


cx NewYork = Sx 
Company Company 


INCORPORATED - 1872 
ema poner gad 1.1926 


$12,50 00,000.00 


VE FOR ALL he LIABILITIES 


21. 1732, 720.96 


ET SURPLUS 


16, 541.2 280.58 
'  50.774,00 1.54 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$29,041,280.58 


$175,146,238.21 


HOME OFFICE, ONE LIBERTY ST. 
NEW YORK CITY 


WESTERN DEPARTMENT PACIFIG DEPARTMENT 
310 S. Michigan Ave., Chicago, Ill. 233 Sansome Street, San Francisco 
CG. R. STREET, Vice-President CLIFFORD CONLY, Manager 
BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 
MARINE DEPARTMENT 
NEW YORK—Wwm. H. McGee & Co.,General Agents, 11 So.William Street 


SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Ww.H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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NEW YORK SURVEYS 


New Equipment.—Automatic Sprinkler 
Bulletin No. 2346 of the New York Fire In- 
surance Exchange reports the installation of 
six new equipments which have been given the 
following eradings of protection: I, 95 per 
cent; 1, 85 per cent; 3, 50 per cent; I, 45 per 
cent. 

The Fourth cf July Record.—The Fire 
Patrol has issued their Bulletin for July 4 and 
z and the total number of pages for the two 
ders is twenty. 
age page, which is about the average. this 
shows three hundred and twenty alarms for 
these two days. Truly we did celebrate the 
Fourth! 

Insurance Institute of America.—The 
Civil Service Commission of the State of New 


Allowing sixteen fire alarms 


York in setting certain examinations for July 
10, 1926, lists among other 
ant registrar of the State insurance depart- 
ment. The interesting fact in connection with 


positions an assist- 


this is that they accept membership as a Fel- 
low or Associate of the Actuarial Society of 
America or the American Institute of Actu- 
aries as indicating a certain degree of attain- 
ment satisfactory to the examiners. It is to 
be hoped that the time is not far distant when 
the Insurance Institute of America will be 
equally favored by Civil Service Commission- 
ers. Since this is something which can be 
looked forward to, it behooves the Institute to 
be extremely careful in maintaining the proper 
standard in its examinations. 

Are We Gaining or Losing in the Fight 
Against Fire Waste?—On the strictly nu- 
merical basis the indications would be that 
there is a steady increase in the fire waste, 
slight, but an increase. As a matter of fact 
the statistical indications are probably not cor- 
rect due to the fact that they should be checked 
with the increase in the wealth of the coun- 
try. If that were done, the results would un- 
doubtedly indicate that there is a steady gain 
in the problem of fire waste. It would be ex- 





so ~~] 





ceedingly sad if it were not so, because it 
would show that all the united forces which 
are engaged in fighting fire waste were not only 
failing to hold their own, but were losing 
ground. 


Oppose Move to Require Additional Bonds 
in Missouri Rate Case 

St. Louis, Mo., July 1o.—Counsel for the 

160 stock fire insurance companies operating 

in Missouri in the ten per cent rate reduction 

Superintendent Ben C. 

sustained by the Missouri Supreme 


ordered by Insurance 
Hyde and 
Court on July 2 filed a brief opposing the mo- 
tion of Hyde that the companies be required 
to put up additional bonds for the protection 
of policyholders and that they be compelled 
to commence impounding the excess premiums 
they have been collecting since his reduction 
order went into effect in November, 1922. 

Superintendent Hyde would have the com- 
panies raise their bonds to $8,000,000. He 
would also have them start impounding the 
excess premiums at once. 


It has been estimated that the companies 


have collected approximately $7,500,000 in ex- 
cess of the 


ordered the 


rates authorized by Hvde since he 
rate cut. 

As has been printed, the companies will 
carry their case before the United States Su- 
preme Court and, pending the decision of that 
tribunal, the Missouri Supreme Court has sus- 
pended execution in the case for nine months. 
It is presumed there will be a decision from 
the United States court prior to that time. 


Reduction in Salt Lake City Rates 
Satt LAKE City, Utan, July 9.—The Board 
of Fire Underwriters of the Pacific has an- 
nounced a ten per cent reduction in rates on 
Class A. B. and C. buildings and on sprinklered 
risks, effective as of June 1. This is the big- 

gest reduction in fire rates here for years. 


ie | 
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LOSS NEGLIGIBLE 
New Jersey Arsenal Explosion Takes 
Little Insurance Money 


GOVERNMENT PROPERTY UNINSURED 


Replogle Ore Works, Loss Estimated at 
$250,000—Losses May Be Recovered 
by Subrogation 
The New Jersey munition explosion at Lake 
Denmark, N. J., will only cause a negligible 
loss to the insurance companies, as very little 
The heaviest 
loss will be felt by the plate glass companies. 


explosion insurance was carried. 


‘ire insurance of any consequence affected are 
the policies covering the mine works of the 
Works at Mt. Hope, N. J., 


it is said, was put on fire by burn- 


Replogle Ore 
whose plant, 
ing embers tossed through the air by the explo- 
$250,000. 

The Government property was uninsured, the 


sion. The loss is estimated at 


losses consisting almost entirely of private 
property, which during the war was fairly 
well covered by explosion insurance, but which 
since has been for the most part allowed to 
lapse. It is estimated that the loss in plate 
glass insurance will not exceed $100,c00; how- 
ever, at the present writing, the plate glass com- 
panies are unable to give any accurate figures 
as to the amount. 

Excepting life insurance losses, all others 
will have a chance of reimbursement through 
claims against the United States Government 
These claims, 
however, may not be allowed by the Court of 
Claims; but if allowed, it will probably be sev- 
eral years before they Work- 
men’s compensation policies apparently will 


by reason of subrogation rights. 


are finally paid. 


not be affected by the disaster. 





Harold M. Hess Joins National Board 

Harold M. Hess, secretary of the American 
Central Insurance Company of St. Louis, on 
July 12 will join the National Board of Fire 
Underwriters to undertake actuarial work. 

Mr. Hess brings to the board valuable ex- 
perience in this line of work. While engaged 
in this work in the West he was regarded as 
one of the best Dean schedule experts in the 
country. He is a graduate of Dartmouth Col- 
lege, and has been in the insurance business 
twenty-three years. 
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FIRE REINSURANCE 


pein REINSURANCE COMPANY 


Condition January 1,1926 


Unearned premiums 
Other liabilities 
Capital 

Net, surplus 


ADMITTED ASSETS 


$500 ,000 .00 
425,661 
Surplus to policyholders 


.10 


—S a ee ee CE XCESS COVERS 


$1, 255,778.47 
369,346.56 


925,661.10 
$2 550,786.13 
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DR. S. S. HUEBNER REVIEWS E. R. 
HARDY’S NEW BOOK 
“The Making of the Fire Insurance Rate”’ 
Is Described as Representing Most 
Elaborate and Thorough Treat- 
ment of the Subject 





[This review was written by Dr. S. S. 
Huebner, head of the department of in- 
surance at the Wharton School of Fi- 
nance at the University of Pennsylvania, 
for The Eastern Underwriter, and pub- 
lished in that journal. Dr. Huebner is 
well known as an author of insurance 
works. Mr. Hardy’s book, The Making 
of the Fire Insurance Rate, was recently 
published by The Spectator Company.|--- 
Eprtor’s Note. 











Edward R. Hardy’s book on The Making 
of the Fire Insurance Rate represents by far 
the most elaborate and thorough treatment oi 
fire insurance rating and the problems con- 
nected with that subject that has thus far been 
attempted. It is welcome to all students of 
the subject because of the comprehensiveness 
of the ground covered, the mass of detailed 
informatien offered, and the clarity of. state- 
ment in which the narrative is presented. As 
the author explains, the subject is important, 
partly because the selfish interest of the pur- 
chaser ig naturally wrapped up with the cost 
of his insurance, and partly because fire in- 
surance investigations have almost invariably 


centered around rates and their making. The 
volume is also welcome hecause the author, 
as he explains, is “more interested in a dis- 


cussion of principles than in any specific system 
of rating,” and is not disposed to “over-con- 
centrate on schedule rating” and to give to this 
phase of the subject more than “its just pro- 
portion.” 


Wine Score oF VOLUME 

The scope of the contents of the volume 
may be indicated under three main divisions. 
The first 117 pages are historical in character 
and summarize a mine of interesting and in 
structive information, extending from the 
earliest known times to the present elaborate 
rating systems. The numerous chapters present 
the subject matter historically by well chosen 
stares or epochs, and in connection with each 
period emphasis is given to the main facts that 
characterize the effort of the time at classi- 
fication and rating. In this connection the 
author has drawn heavily on early sources and 
the treatise abounds in copious quotations 
therefrom, as well as in the reproduction of 


forms and rates. All who are interested in 
historical research will welcome this portion 
of the volume. 

Following the historical account, the. volume 
next, to the extent of over a third of the total, 
describes and interprets the leading modern 
rating systems. In connection with each the 
volume also presents much historical data not 
otherwise avilable. Six chapters are devoted 
to the Universal Mercantile Schedule System, 
and five to the Dean or Analytic System of 
Relative Fire Hazard. These eleven chapters 
are very detailed and therefore serviceable to 
those who are primarily interested in these two 
widely used rating systems. Other chapters 
are devoted to the analysis of proposed rating 
systems, especially the L. & L. System and the 
Experience Grading and Rating Schedule. 

Analysis of the modern schedules is followed 
by a discussion of special problems that relate 
to fire insurance rating. The scope of this por- 
tion of the volume may be indicated by the 
following enumeration of some of the chapter 
titles, namely, “The standard policy and the 
rate,” “Clauses, except co-insurance and the 
rate,” “Co-insurance,” “Acquisition cost and 
the rate,” “The state and the rate,” “The Su- 
preme Court of the United States and the 
rate,” “Company and the rate,” “The agent and 
the rate,” “The brcker and the rate,” and “The 
insured and the rate.” 

The author has not indicated the applied pur- 
poses for which the volume is especially de 
signed, evidently wishing to leave this to the 
test of time. As already indicated, the value 
of the volume deeply interested in 
all matters pertaining to fire rating is apparent. 
Tt should also prove serviceable to teachers in 
fire insurance courses, especially for reference 
purposes. While evidently not designed for 
elementary text book purposes, sight should 
not be lost of the increasing tendency toward 
specialization in the courses of study offered 
in the field of fire insurance. To those in 
charge of such specialized courses. as well as 
to the members comprising the enrollment, Mr. 
Hardy’s volume will materially assist in mak 
ing the instruction thorough and concrete. 
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Commission Plan 
(Concluded from page 23) 
cover does 
the higher 


physician’s or dentists’s outiit in the 


not render the risk ineligible 
rate of commission. 

Barns, boat houses, garages and greenhotises 
(private)—and their contents (when insured 


in connection with dwellings). 


for 


Apartment houses—and their apartment 
house contents. 
Bank buildings—“brick”—and their bank 


contents. 
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Organized 1859 


NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 


Losses paid since organization over 65 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


Club houses (city)—“brick”—and their cly 
house contents. 

Hotels (not seasonal or resort)—“brick’_ 
and their hotel contents. 

Moving picture buildings—“brick”—and their 
moving picture contents (except musical jp. 
struments and films when insured separately 
from the building). 

Ofiice buildings—“brick”—and 
contents. 

Theatres and opera houses—“brick”—anj 
their theatre and opera house contents (except 
musical instruments and films when insure 
separately from the building). 


their office 


Y.MUC.A,, YouWsGlA. and Y.Manea 
buildings — “brick” — and their Y.M.C.A. 
Y.W.C.A. and Y.M.H.A. contents. 


Public buildings—“brick”—armories, art gal 
leries, city halls, court houses, fire departmer 
stations, fire patrol stations, hospitals (except 
those where patients are under restraint), in. 
stitutions (for the aged, blind, cripples, deat 
dumb, orphans, sailors and soldiers), librarie 
museums, police stations and town halls, owne 
or operated by the public and their contents 
owned by the public (except armory contents), 

Telephone exchanges—“brick”—occupied ex. 
clusively as such and their telephone exchang 
contents. 

Note—The commission on contents of al 
above described buildings (except as specifically 
provided above) shall be 15 per cent. 


BuImtpInNGs ONLY—(PROTECTED) 
Armories—“brick.” 

Boarding houses—“brick”’—(not seasonal « 

resort). 





WANTED— 
Fire Insurance Agency 


Covering North East Nebras- 
ka, North West Iowa, and 
Sioux City, Iowa. 


Address B. L. F. 
care of THE SPECTATOR. 











Fire Automobile 
Tornado Windstorm 
Rent and Rental Values 
Explosion and Riot 
Use and Occupancy 
Sprinkler Leakage 




















LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 


Tourist Baggage 
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MAN IN HIS HOME TOWN. THINK IT OVER! 
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Lodges and* Secret Orders—“brick”’—(ex- 
cluding college club, fraternity, sorority or so- 
ciety). 

Mercantile stores (not warehouses)—“brick” 
—retail or wholesale—occupied exclusively as 
such or containing dwelling occupancies. 

Telephone exchanges—‘“brick”—with _ first 
floor retail or wholesale store occupancies. 

Note—“A” Where a building or buildings 
and their contents are insured under blanket 
form the commission shall be that which would 
be applicable to the contents if insured sep- 
arately from the building. 

Fifteen per cent—on any and all classes, 
sprinklered or unsprinklered other than those 
hereinbefore indicated, buildings and contents, 
protected or unprotected, including all excep- 
tions specified in the 25 per cent group. 


TorNnADO INSURANCE 
Twenty-five per centum (25%) all classes. 


Commissions Apply ACccorDING TO LOCALITY 

The cominission on any risk wherever lo- 
cated shall be at the rate applying to the lo- 
cality in which the risk is situated. 


BROKERAGE 

In ordinary territory where there are no lo- 
cal boards, or where there are local boards 
having no brokerage rules, no brokerage shall 
be paid in excess of 7% per cent on any risks 
in ordinary territory, on classes limited to 15 
per cent, nor in excess of 15 per cent on risks 
in ordinary territory on classes limited to 25 
per cent. 





“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital........... $1,000,000 


Surplus to Policy 
Holders...... es 


pS rere res 


1,752,290 
4,543,938 




















“SMOKE” 











[* you have been reading this weekly 

avariciously of late, you’ve had the pleas- 
ure of meeting that very dapper, energetic 
young insurance man, Archibald Agent, whose 
agency sent him down to Porto Rico and 
Santo Domingo to look the ground over. Well, 
there is apparently something about the tropics 
that Arch likes very much indeed, for when 
he was offered a vacation—not a permanent 
one—upon his return from the West Indies, 
he chose Bermuda. (You’d think his boss would 
begin to get suspicious—but, then, Arch always 
brings him a souvenir, something typical of 
carefully encased in glass.) 
Although he was down there for a rest and 
good time, he decided to take a little jaunt in 
the interests of fire insurance. Water is scarce 
on the island and to let a bathtub run over is 


the country, 


twenty years’ imprisonment; therefore, Archi- 
bald wondered if water would be squandered 
upon a burning building. He hired a carriage 
and drove to the fire station. It was an attrac- 
tive building with a shut door—and not a soul 
in sight. His profound knowledge of rates, 
premiums, commissions, moral hazards boiled 
Excitedly, he immediately made 
a nuisance of himself asking people in the 
vicinity where the firemen were. IJ‘inally, a lit- 
tle colored boy looked up from a_ punctured 
bicycle tire he was fixing to inquire: “You 
want to see my father?” “Ts he one of the 
firemen?” asked Arch, impatiently. “He’s the 
“The only one? Where is he?” 
“Well, sir, he took his bicycle early this morn- 
ing and has gone somewhere—other end of the 
Ts there a fire? T’ll go and 
try to get him, ’cause he took the key to the 
him.” 


indignantly. 


only one, sir.” 


island, I think. 


Arch is 
he tells this 


engine house with 


always properly shocked when 


story. 





Northwestern National to Increase Capital 

The Northwestern National Insurance Com- 
pany, of Milwaukee, held their annual meeting 
last week. The stockholders approved the in- 
crease in capital stock of the company from 
$1,000,000 to $2,000,000. They will issue $500,- 
000 in new stock to be subcribed for at par and 
paid for in four instalments spread over a year 
and $500,000 in new stock to be paid for by a 
stock dividend. 

The stockholders all the retiring 
directors, who, at a later meeting, reappointed 
the officers. 


re-elected 


Distribution of Fire Insurance 
(Continued from page 23) 


1895, 1900, 1905, I910, 1915, 1920, 19024 and 
1925, with totals by States for the forty-one 
years 1885 to 1925, inclusive, grand totals for 
the United States and Canada by years for 
each of the last forty-one years, and a sum- 
mary of the business for that period. This 
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table shows total premiums in 1925 to have 
been $1,057,271,151. 

The information given in this book is espe- 
cially serviceable because of its issuance so 
early in the year, in advance of official statis- 
tics, and because of the completeness of the 
subdivision of the business in each State. 
Naturaily, the large increase in the material 
presented, which resulted this year in the ad- 
dition of some go pages to the size of the 
book as well as an increase in the size of each 
page, has involved a considerably increased 
expenditure of money and labor in the produc- 
tion of the book. It should be borne in mind 
that it is impossible to obtain all of the in- 
formation given therein from State reports at 
any time, while very few State reports are 
available at the time this book is published. 
In order to secure the data the publishers are 
obliged to communicate not only with the in- 
dividual companies but also with the various 
State insurance departments, carefully collat- 
ing all the matter received from the different 
official sources. The book is, by its nature, 
necessarily limited in its circulation, though of 
great service to those engaged in the business 
of fire insurance and its allied lines, and it 
should be in the possession of every office and 
field man needing the kind of information it 
contains. It is printed upon fine Japan paper, 
and is bound in genuine leather and thumb in- 
dexed by States. Its price is $35 per single 
copy; but on orders for 100 or more copies a 
discount of 30 per cent will be allowed; on 50 
copies, 20 per cent; on 25 copies, 10 per cent. 
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CASUALTY REINSURANCE 


Automatic treaties covering excess limits for Casualty Companies, 


and the casualty features issued by Life Companies. 


A member of our Underwriting staff is always available for nego- 


tiations and conferences. 


EMPLOYERS INDEMNITY CORPORATION 


E. G. TRIMBLE, President 
KANSAS CITY 


NEW YORK 


CHICAGO 











Your Prospect’s Future 


Is the Same As Your Own 


When you line him up for the policy he wants, and 
the policy he needs, you have made a staunch friend, 
and contented customers mean repeat orders in insur- 
ance as well as other lines of business. Sell this 
contract: 


Amy MATUTAICOREN «6 ..6 6s 66s os 20s es $5,000 
Any accidental death................... 10,000 
Certain accidental deaths............... 15,000 
Accident Benefits $50 per WEEK 
(Non-cancellable) 
Also Disability Income, Waiver of Premiums, 
etc. 


All In ONE Policy 


You can see how worthy such a contract is in the hands of a 
progressive agent and we invite you to give serious considera- 
tion to the United Life “Policy You Can Sell.’’ 


There may be an opportunity in your town. Our Vice Presi- 
dent, Eugene E. Reed, will tell you all about it. 
Write him direct. . ... and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 
Inquire! 








Writing Casualty Insurance 
Fidelity and Surety Bonds 





Home Office: DAVENPORT, IOWA 
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HE proverbial “move in the right direction” 
7 is being made by James A. Beha, superin- 
tendent of insurance for New York, in his 
campaign to supress the “free insurance’’ evil ; 
that is, the return of policies as canceled for 
non-payment of premiums or as not wanted. 
The problem of collecting the earned premium 
on such contracts has long been a splinter under 
the finger nail of the business and its extrac- 
tion is no easy matter. Superintendent Beha 
has now appointed a committee of ten, com- 
posed of New York city managers and agents 
to evolve a plan, to be enforced by the Su- 
perintendent compelling the reporting of all un- 
collected earned premiums and giving the brok- 
ers’ accounts against which they stand. The 
first gathering of the committee was held last 
week and it is to be hoped that worth-while 
results will be forthcoming. The casualty men 
on the committee are Thomas J. Grahame, of 
the Globe Indemnity; John McGinley, of the 
Travelers, and W. J. Kelly, of the Maryland 
Casualty. 

* * x 


HOSE who go “down to the sea in ships” 

do not alwavs manage to get away at 
once. Charles H. Holland, president of the In- 
dependence companies, Philadelphia, sailed for 
Europe last week on the S. S. Grasse, accom- 
panied by R. A. Mansfield Hobbs, a member 
of the board of directors, but after a few days 
compelled to return 
1 


ye. How- 


on the water the ship was 
to her port on account of turbine troul 
ever, they boarded another vessel and are now 
well launched on their journey. 


this is the first European trip Mr. Hobbs has 


Incidentally, 


been able to make in fifteen years, although, 





prior to that, he was a regular voyager. 


* * * 


NOTHER of those who are spending part 
4% of the summer in Europe is Trederick 


Richardson, United States manager of the Gen- 
eral Accident, Fire & Life at Philadelphia. Mr. 


week and will be gone 


Richardson sailed last 
almost two months, during which he will visit 
the home office of the company in Perth, Scot- 
land. 


Bankers Indemnity Broadening Field of 
Operations 
The Bankers Indemnity Company of New- 


+ 


ark has heen admitted to Marvland and will 


soon apply for admission to Pennsylvania, 


Ohie, Connecticut and other States. 








Superintendent James A. Beha Says Plan 
Was Not of His Making 

Replying to Commissioner L. T. Hands of 
Michigan, on the question of fidelity and surety 
acquisition costs, James A. Beha, Superintend- 
ent of Insurance for New York, outlined his 
position, and, while admitting that his office 
was responsible for enforcement of the plan, 
disclaimed credit for formulating the rules, 
when he said: 

The acquisition and field supervision cost 
rules to govern the fidelity and surety business 
were the sole result of conferences of com- 
pany executives. Not a single provision is 
therein contained as the result oi any sugges- 
tion of mine. They were likewise adopted by 
about nine-tenths majority vote. The same 
majority now asked the Insurance Commis- 
sioners’ Convention to approve these new rules, 
and following this, give them their support. 
The small companies had the same vote as the 
large ones, and the new ones the same as the 
old. There are always a few company execu- 
tives who cannot agree with the rest, who want 
some special henefit for themselves, who refuse 
to make anv sacrifice for the common good. 


General Accident’s Gains in 1926 

A. W. Wilsterman, agency superintendent of 
the General Accident, Fire and Life, Philadel- 
phia, told a representative of THe SPpeEcTATOR 
that the company has been forging ahead rap- 
idly this year and closed the first four months 
of 1926 with substantial gains in all lines. 

He said that the increases during January, 
February, March and April, on a percentage 
basis, compared with the writings for the same 
months last year, were as follows: Steam 
liability, 24.6: 
compensation, 15.3; automo- 





boiler, 88.4; burglary, 48.2; 
plate glass, 17.5; 
bile, 14.6, and accident and health, 1.6. 


menting on the figures, Mr. Wilsterman said: 


Com- 


“This comparison reflects, perhaps more than 
anything else, the wonderful stability of the 
company and the fact that our ship is being 
euided in the right direction.” 


Death of R. R. Benedict 
Rohert Russell Benedict, who has been Phila- 
delphia American 


Surety Company of New York for the past 


branch manager of the 


twenty-five vears, died at his home in Devon, 
Penna., last Sunday. Death was due to heart 
disease, and he is survived by a widow and 


three children. 


MUTUAL MERGER 
RUMORED 


American Mutual, Liberty and Fed- 
eral, All of Boston, Involved 
PROTESTS AGAINST ACTIVITIES 
Efforts to Coerce Business Alleged in 

Correspondence Just Released 

Boston is full of a rumor that the Ameri- 
can Mutual Liability Company, the Federal 
Mutual Liability Company and the Liberty Mu- 
tual Insurance Company, all of Boston, are 
to be consolidated. The same rumor nominates 
Walter S. Bucklin, president of the National 
Shawmut Bank of Boston, as a prime factor 
in the proposed merger. Mr. Bucklin is a 
director of both the American Mutual and the 
Federal Mutual, being chairman of the former. 

The Insurance Brokers Association of Mass- 
achusetts, through Harry A. Stevens, president, 
has entered a strong protest against the alleged , 
activity of Mr. Bucklin in espousing the cause 
of mutual insurance while at the same time 
heading a financial institution deriving its profit 
from invested capital. 

Coincidentally an alleged attempt to coerce 
to the Liberty Mutual has been re- 
vealed in a letter addressed to James W. Henry, 
president of the National Association of Cas- 
ualtv and Surety Agents, by Wofford Bros., of 
Johnson City, Tenn. This indicates that the 
engineering firm of Lockwood, Greene & Com- 
pany, of Boston, and with branch offices all 
over the country, is using its influence to force 
all contractors on jobs controlled by it to carry 


business 


their liability and compensation insurance with 
the Liberty Mutual. Particular reference is 
made to the contrectors on a new artificial silk 
plant being built near Johnson City by Lock- 
wood, Greene & Company. 
H. W. Allen Heads Auto Department of 

Constitution Indemnity 

The Constitution Indemnity Company, Phil- 
adelphia, announces that its automobile depart- 
ment will be under the same control as that 
of the Fire Association, the Victory and the 
Reliance. H. W. Allen is secretary and man- 
ager of the automobile departments of these 


companies. 





Desk Room and 
Private Offices 
Furnished to 
Brokers and 
Agents 





TO BROKERS 
We are Specialists in Accident and Health Insurance for Women 


THE MEACHAM AGENCY, Inc. 


Managers, Times Square Branch, Accident and Health Dept. 
INDEPENDENCE INDEMNITY COMPANY 
Times Building, Broadway and 42nd St., New York City Bryant 


Telephone { — 
1363 
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INSURANCE ADVERTISING 


Direct-by-Mail Is Agent’s Best 
Bet 








H. A. WARNER’S REMARKS 





Says Company Publicity Has Greatiy Im- 
proved Recently 


Advertisements now appearing in insurance 
journals show a vast improvement over copy 
which appeared some years ago, according to 
H. A. Warner, supervisor of publicity for the 
Maryland Casualty Company, Baltimore, who 
addressed the annual meeting of the Kentucky 
Association of Insurance Agents at Covington 
on Monday of this week. Mr. Warner chuse 
“Insurance Advertising” as his topic and told 
the company representatives that insurance has 
made great strides without advertising, but 
that with proper advertising much more sub- 
stantial developments may be looked for. In 
the casualty field, said the speaker, premiums 
written by stock companies have grown from 
$11,250,000 in 1898 to $650,000,000 in 1925 and 
this growth can be augmented by proper ad- 
vertising in years to come. 

Pointing out that one of the big difficulties 
of the public to-day is underinsurance, Mr. 
Warner said: 

“Automobile liability insurance offers a con- 
. spicuous example in this regard. With over 
20,000,000 cars operating in the United States, 
according to statistics, there are only from 18 
to 30 per cent of these automobiles insured. The 
weight of authority tends to the lower figure. 
The percentage in automobile insurance is 
higher than some of the other casualty lines. 
These facts would seem to indicate that it is 
necessary to educate the public in insurance.” 

Continuing his remarks, the speaker said that 
“insurance is sold, not bought, and the agent 
is the big factor in selling insurance; but there 
is no question that advertising can help the 
agent in selling.’ As far as advertising done 
by the agent is concerned, Mr. Warner said: 

One of the best forms of advertising for an 
agent is a direct mail campaign. This has been 
successful not only from our own company’s 
standpoint, but from that of other companies 
and agents. The plan may be varied, but in 
brief it consists of sending a series of letters 
to a carefully selected prospect list. With our 
own company the number of prospects is lim- 
ited, and the agent is obliged to follow these 
letters up with at least two personal visits. A 
set of about four letters is usually sent to each 
one. The letters have a personal touch. The 
‘local agents who followed this plan in 1925 re- 
port an average increase in business of 72 per 
‘cent. 


Great American Mutual Indemnity Com- 
pany of Mansfield, Ohio 

In Tue Spectator of July 8 there appeared 
an article relating to the Great American Mu- 
tual Indemnity Company, of Mansfield, Ohio, 
indicating that the assets of that company, ac- 
cording to an examination by the Ohio Insur- 
ance Department, were insufficient to meet its 
liabilities. Unfortunately, the word Mutual 


was omitted from the title of the company in 
the article referred to. This company, of 
course, has no connection with the newly «r- 
ganized Great American Indemnity Company, 
of New York, which is just starting business 
with $1,000,000 of capital, $1,500,000 of sur- 
plus and $500,000 of special reserve paid-in 
cash. This new company, of which Jesse S. 
Phillips, formerly Superintendent of Insurance 
of New York State, is president, is sponsored 
by the Great American Insurance Company of 
New York, and is financially strong and thor- 
oughly reliable in every respect. 


R. W. SMILEY’S WORK 


New Publiciy Chief of Metropolitan Casu- 
alty Is Experienced Insurance Man 


Ralph W. Smiley, whose appointment as di- 
rector of publicity for the Metropolitan Cas- 
ualty Insurance Company, New York, was 
noted in last week’s issue of Tae SpEcTaror, 
is thoroughly experienced in casualty insurance 

















RatpH W. SMILey 


work as well as in the preparation of educa- 
tional and advertising material. 

For the past eight years Mr. Smiley nas 
been associated with the A°tna Affiliated Com- 
panies at their home office in Hartford, both 
as special agent and, latterly, as agency as- 
sistant to Vice-President W. L. Mooney. 

Since 1919 Mr. Smiley has had editorial 
supervision of the Atna-izer supplements. 

Prior to this connection, Mr. Smiley was 
with the Regal Shoe Company of Boston as 
sales promotion manager. He was also for 
several years on the staff of the Alexander 
Hamilton Institute of New York city. 

Mr. Smiley was born in Waterville, Maine, 
in 1883; received his preliminary education in 
the public schools of Hartford, Conn., and in 
the Roxbury (Mass.) Latin School, and then 
graduated from Harvard. 

Mr. Smiley is 2 member of the Harvard 
Club of Boston and of the following clubs in 
Hartford: Hartford Club, Twentieth Century 
Club, Hartford Advertising Club, and Get- 
Together Club. 


30 





CASUAL CASUALTY COMMENTS 











Benjamin F. Opdenbrow has resigned as 
assistant secretary of the Eureka Casualty to 
join the Constitution Indemnity Company of 
Philadelphia. 

Walter Garland and the firm of Straus & 
Straus, of Baltimore, have been appointed 
agents for the Bankers Indemnity Company, 
Newark. 

Clapham Murray, Jr., of the legal division 
of the Maryland Casualty Company, Balti- 
more, was again the winner of the company’s 
annual tennis tournament in the men’s singles 
class. The women’s championship was won by 
Miss Evelyn Wills. Mr. Murray and Leslie 
Wilson took the prize for the men’s doubles, 

John H. Doherty, the new director of 
agents for the Constitution Indemnity Company 
of Philadelphia, received several handsome gifts 
from his friends in the Independence Indem- 
nity and in the Independence Companies Club, 
of which he was at one time president. The 
presentations were made on the occasion of his 
accession to his new post. 


Fred L. Shove Appointed 
President J. Scofield Rowe of the Metro- 
politan Casualty has announced the appoint- 
ment, effective July 12, of Fred 1. Shove as 
manager of the compensation and liability de- 
partment at the company’s home office, 55 
Fifth avenue, New York City. 





SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Statement as of 
December 31, 1925 


(Condensed from Statement of 
U.S. Treas. Dept.) 
Admitted Assets...... $7,297,020 
Capital... 0: 1,228,500 
ee 720,161 
Thirteen Years of SteadyGrowth 
Prompt and Dependable Service 

to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary andAutomobile Insurance 
Credit Insurance 





Let the Southern Serve You 
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GREAT AMERICAN STARTS 





Indemnity Company Opens New York 
Metropolitan Office 





MILTON P. LINK IS MANAGER 





Organization Has $1,000,000 Capital and 
$1,500,000 Paid-in Surplus 

The Great American Indemnity Company, 
New York, of which Jesse S. Phillips is presi- 
dent, formally began business on Monday of 
this week with the opening of a metropolitan 
department in the home office city. The com- 
pany, which is the casualty running mate of 
the Great American (Fire) Insurance Com- 
pany, starts with a capital of $1,000,000 and 
a paid-in surplus of $1,500,000, as well as a 
contributed reserve of $500,000. 

Milton P. Link has been appointed manager 
of the metropolitan department, and the head- 
quarters of this division are located in the home 
office structure at 1 Liberty street, New York 
City. The ground floor of the building has 
been arranged so that it is divided by an aisle, 
on either side of which are located the metro- 
politan offices of the Great American Insur- 
ance and the Great American Indemnity com- 
panies. 

Manager Link, who will have charge of the 
New York City activities of the Great Ameri- 
can Indemnity, was born at Ghent, N. Y., in 
1886. Beginning his business career as a sten- 
ographer, he later entered the sales organiza- 
tion of the L. C. Smith & Bros. Typewriter 
Company, at St. Louis. For several years he 
continued in the sales division of the typewriter 
business. Then for a time he was with a 
Boston investment house in its sales depart- 
ment. Following attendance at the training 
school of the Travelers Insurance Company at 
Hartford, in 1913, he represented that company 
at various points in the field, including Mil- 
waukee, Rochester, Albany and New York 
City. During the war he enlisted in the Avia- 
tion Corps and was stationed at Sother Field, 
.mericus, Ga. 

After the war Mr. Link again entered the 
service of the Travelers, this time as assistant 
manager at the company’s branch office in 
Newark. He resigned from this position to 
hecome associated with M. S. Bowman in an 
agency at Philadelphia. At the close of 1923 
he disposed of his interest in the firm of Bow- 
man & Link, Inc., and went into business for 
himself, with offices at Newark and Philadel- 
phia. 

Jesse S. Phillips, president of the American 
Indemnity, in commenting upon Mr, Link’s 
appointment, made the following statement re- 
garding his status: 

I confidently expect that the brokers of the 
Greater City will fnd Mr. Link well qualified 
to serve them. He has an intimate knowledge 
of conditions in New York City because of his 
contact with the situation during his employ- 
ment with the Travelers Insurance Company. 
He possesses both executive ability and a thor- 
ough grasp of the lines of insurance which the 
company will transact. 


MORE NEWSPAPER POLICIES 


All Salt Lake City Dailies Will Offer This 
Coverage 


SaLt Lake City, UTAu, July 12—All of the 
local daily papers will be offering the public 
travel and pedestrian accident insurance by the 
end of the present week. The Tribune is the 
last to fall in line. This insurance costs a dol- 
lar a year and provides a maximum of $7500 
capital sum. One need not be a subscriber of 
the paper to get the insurance through the 
Tribune, but the others require a subscription. 
The Federal Life of Chicago is behind the 
policies offered by the Tribune. 

Several months ago the Utah Life Under- 
lriters Association went on record against news- 
papers trifling with the insurance business, hold- 
ing that such policies as thev offered were apt 
to mislead the public. Since then the matter 
has been presented more clearly in the adver- 
tisements so as not to give the impression com- 
plete accident coverage was offered for $1 a 
year. 


Possible Compulsory Auto Insurance Law 
in Iowa 


Des Mornes, Iowa, July 12.—If the views 
of newly nominated candidates for the gen- 
eral assembly visiting Des Moines recently are 
a criterion of the attitude of the majority of 
those who will compose the next legislative ses- 
sion a law will result making automobile lia- 
bility insurance compulsory. 





AUTO FATALITIES 


549 Deaths in 78 Cities in Four 
Weeks 








INCREASE OVER 1925 





Daily Average Has Risen to 19.6 

The Department of Commerce, at Washing- 
ton, D. C., announces that reports of automobile 
fatalities for the four-week period ending June 
19 have been received from 78 large cities in 
the United States. The total number of such 
fatalities in these cities was 549, as contrasted 
with 493 for the corresponding four weeks of 
1025, and the daily averages for the two four- 
week periods were 19.6 and 17.6, respectively. 
The numbers in fifteen periods of four weeks. 
were as follows: 

Four weeks ending June 10, 1926, 549; May 
22, 1926, 487; April 24, 1926, 424; March 27, 
1926, 350; February 27, 1926, 378; January 30, 
1926, 434; January, 2, 1926, 558; December 5, 
1925, 632; November 7, 1925, 616; October 10, 
1025, 528; September 12, 1925, 531; August 15, 
po 5, 460; July 18, 1925, 495; June 20, 1925, 

92; May 23, 1925, 424. 

“— cities 
for the last four weeks, and a like number 
showed no fatalities for the corresponding pe- 
riod of 1925. 

For 59 cities in the last four-week period, 
automobile deaths where both the death and 
the accident occurred within city limits, totaled 
351, as against a total of 420 for all deaths. 


showed no automobile fatalities 


OPERATING IN 


ARKANSAS 
CALIFORNIA 
COLORADO 
DELAWARE 
DIST. OF COL. 
IDAHO 

ILLINOIS 
INDIANA 
IOWA 
KANSAS 
KENTUCKY 
MAINE 
MARYLAND 
MICHIGAN 











MINNESOTA 
MISSOURI 
MONTANA 
NEBRASKA 
NEW HAMPSHIRE 
NO. CAROLINA 
NORTH DAKOTA 
OHIO 
OKLAHOMA 
PENNSYLVANIA 
RHODE ISLAND 
SOUTH DAKOTA 
TENNESSEE 
TEXAS 
UTAH 
VERMONT 
VIRGINIA 
WEST VIRGINIA 
WISCONSIN 
WYOMING 
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Prominent Agents and Brokers , i 
g Actuarial Adjuster . 
LEON IRWIN & CO., Inc., New Orleans, La. 
Fidelity Phenix Fire Uta Sistes Fine National Fire of GEORGE B. BUCK SANBORN & SLOAN, Ltd. 
of New York of New York Hartford a 
rete wade rm ACTUARY AUTOMOBILE INSURANCE : 
— onda a Specializing in Employees’ ADJUSTERS . te 
—.* ee LINES SOLICITED ; Benefit and Pension Funds Anywhere in Province of Ontario, Canada : t! 
35 SPRUCE ST. NEW YORK 401 ROYAL BANK BLDG., TORONTO, ONT. e 
¢ 
Actuarial . 
- SAMUEL BARNETT ‘ 
tl 
Established 1865 by David Parks Fackler CONSULTING ACTUARY ¢ ee 
EDWARDB.FACKLER WILLIAM BREIBY INSURANCE LAWYER Statisticians ? 
FACKLER and BREIBY ; 
Consuiting Actuaries 502 Forsyth Bldg. ATLANTA, GA. 7 
Audits Calculations Consultations A 
Examinations Valuations : P 
50 BROAD STREET NEW YORK Underwriters A 
COPELAND and COTHRAN Statistical P 
MILES M. DAWSON & SON CONSULTING ACTUARIES Bureau, Inc. ; 
Perr istical i ! 
CONSULTING Seutheanaionss Cost Deities ne 
ACTUARIES » ! 
also equipped to prepare cancellation : 
Bar Building, 36 W. 44th St. and reinsurance schedules, or handle any job 
NEW YORK Moe machines or comp- 
E. L. MARSHALL Phone: BEEKMAN 1461 . 
t ° ( 
Woodward, Fondiller and Ryan CONSULTING ACTUARY 81 Fulton St. New York City , 
CONSULTING ACTUARIES Hubbell Building ; 
Service in All Branches of Insurance and silane 
for Pension Plans: Office Systems and i . 
Reorganization. ¢ 
75 Fulton Street New York (Now Ready) 
aot T. x McCOMB . 
INDUSTRIAL LIFE 
DONALD F. CAMPBELL CONSULTING ACTUARY INSURANCE 
} 
Penne Aree Colcord Bldg., OKLAHOMA CITY, OKLA. . . I 
160 No. LA SALLE ST. Telephone State 7298 New edition, revised and enlarged 
CHICAGO HISTORY, STATISTICS, PLANS 
CANVASSING HELPS and SUGGES- ( 
F. M. SPEAKMAN, C. P. A iia 
iar sisi ait aii A valuable book devoted to the service . 
A.SIGTENHORST, F.A.I1.A. CONSULTING ACTUARY of those engaged in a most important 
branch of life insurance service. 
BURNS & SPEAKMAN, Certified Public Accountants 
CONSULTING ACTUARY INDUSTRIAL LIFE INSURANCE 
THE BOURSE PHILADELPHIA E : 
National City Bank Bldg., WACO, TEXAS sets forth the history of the business, 
explains its problems and tells agents how 
to conduct and increase their business. 
It i 
JAMES H. WASHBURN, F. A. I. A. ABB LANDIS ie 
CONSULTING ACTUARY CLARENCE L. ALFORD A Guide to the System of Industrial 
ak INSURANCE Ordinary, Entermodiate, ‘ , Life Insurance 
"WORKMEN'S. COMPENSATION Consulting Actuaries A Source of Inspiration and Helpful 
a tea INDEPENDENT LIFE BLDG. Hints 
Cable Address: Gertract, New York NASHVILLE, TENNESSEE 
165 BROADWAY NEW YORK CITY A Reliable Text Book 
PRICE $3.50 
HAIGHT, DAVIS & HAIGHT, Inc. L. A. GLOVER & CO. % Liberal Discount on 
’ % - £ 2 Quantity Orders 
Consulting Actuaries Consulting Actuaries, Life Insurance 
FRANK J. HAIGHT, President Accountants, Statisticians THE SPECTATOR COMPANY 
INDIANAPOLIS 29 South La Salle St., Chicago CHICAGO NEW YORK 
OMAHA DENVER DES MOINES "| 
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Miscellaneous Insurance 








INSURANCE STOCK QUOTATIONS 
All Bids and Quotations Subject to Con- 
firmation 
The following quotations, as of June 7, 1926, 
are from reliable New York and Hartford 
stock houses and if any of our readers are in- 
terested in stocks not appearing in this list, 
the Research Bureau of Tue Spectator vill 
endeavor to give to any correspcudent what- 

ever information may be desired. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market, and are only intended to indicate 
the activity of their trading. 

Bid Offered 


Agricultural 

Ralph B. Leonard & Co., N. Y..... 240 265 
Aetna Insurance (Fire) 

Conning & Co., Hartford.......... 535 545 

Gilbert Elliott & Co., N. Y........ 540 550 
Aetna Casualty and Surety 

Conning & Co., Hartford.......... 725 750 
Aetna Life Stock 

Conning & Co., Hartford.......... 695 705 
Gilbert Ellintt & Co., N. V........ 697 710 

Aetna Life (Full Paid Receipt) 

Conning & Co., Hartford.......... 675 685 

Gilbert Elliott & Co., N. Y........ 697 710 
Alliance Fire 

McCown & Co., Phila. & N. V..... 46 50 
American Alliance 

Gilbert Elliott & Co., N. V........ 290 310 
Ralph B. Leonard & Co., N. Y..... 285 300 

American Surety 

Curtis & Sanger, N. V... ..... ces. 185 190 
Gilbert ENliott & Co., N. V........ 187 191 
Gude, Winmill & Co., N. Y........ 185 190 

Automobile Insurance 

Conning & Co. a. ulee aa 295 310 

Gilbert Elliott & CO ING Meo. ees bs 290 310 
Camden Fire 

McCown & Co., Phila. and N. Y... 13 14 
Carolina Insurance 

Gilbert Elliott & Co., N. Y..... par 28 31 
City of New York 

Gilbert Elliott & Co., N. Y........ 290 305 

Ralph B. Leonard & Co., N. Y..... 280 290 
Connecticut General Life 

Conning & Co., Hartford.......... 1700 1750 
Continental 

Gilbert Elliott & Co., % ( Ae eee 129 133 
Gude, Winmill & Co., N. Y........ 130 132 
Ralph B. Leonard & ce: a ee 130 132 

Fidelity Phenix 

Gilbert Elliott & Co., N. Y..... Per 186 190 
Gude, Winmill & Co., N. ¥. Rn oe 187 190 
J. K. Rice, Jr., & Co., N. Paes ee 185 190 

Ralph B. Leonard & C Dis N. >, aera 188 190 

Fire Ass’n of Philadelphia 
McCown & C»., Phila. and N.Y... 53 56 
Franklin Fire Ex. Div. 

Gilbert Elliott & Co., N. Y........ 170 177 
Gude, Winmill & Co., 3. | ap 175 178 
Fm, ieee, Wr ee Co. Me We. os 170 180 
McCown & Co., Phila. and |. ie See 174 182 

Globe & Rutgers 

Gilbert Elliott & Co., N. ¥........ 1425 1500 

Ralph B. Leonard & Co., DS 3 ’ enema 1425 1475 
Great American 

Curtis & Sanger, N. Y....... ears 283 286 

Gilbert Elliott & Co., N. V........ 283 286 

Gude, Winmill & Co., N. Y........ 283 287 





INSURANCE STOCKS 





Analysis 
With 
Comparative Earnings 
1925—1924—1923 


Furnished on Request 


RALPH B. LEONARD & CO. 


Members New York Stock Exchange 


25 Broad St. 
New York 


Telephone 
Whitehall 4160 











Hanover Fire 
Gilbert Elliott & Co., N. V..... 
Gude, Winmill & Co., N. V..... 
J. Ki. Rice, Ir., & Co.. N. V..... 
Ralph B. Leonard & Co., N. Y.: 
Hare & Chase, Pfd. 


McCown & Co., Phila. and N.Y... 


Hartford Fire 

Conning & Co., Hartford....... 
Hartford Steam Boiler 

Conning & Co., Hartford....... 
Harmonia 

J. EB. Rice; Jr, & Ca, Ni VY... 
Home Insurance 

Curtis & Sanger, N. V......... 

ee Elliott & Co., N. V..... 

Gude, Winmill & - N. z aad 


J. EK. Riee, Jr., & Co., N. V..... 


Homestead 
J. K. Rice, Jr., & Co., hog ee 
Gilbert Elliott & Co., N. Y..... 
Importers & E xporters. 
Curtis & Sanger, N. 
Insurance Co. of North ae 
Gilbert Elliott & Co., N. V..... 


Ralph B. Leonard & Ca, Le. aie 


Insurance Securities Co., Inc. 
(Union Indemnity Group) 
Gilbert Elliott & Co., N. Y..... 
Maryland Casualty 


Curtis & Sanger, N. Y.......... 


Milwaukee Mechanics 
Curtis & Sanger, N. Y. 
Gude, Winmil!l & Co., N. Y. 


Ralph B. Leonard & Co., N. ‘. eee 


National Fire 
Conning & Co., Hartford....... 
National Surety 


Curtis & Sanger, .N. V¥ ..66. 5.60 
Gude, Winmill & Co., N. Y...... 


New Jersey Fire Ins. 


Gilbert Elliott & Co., N. V...... 


North River Ins. 


Gude, Winmill & Co., N. Y........ 


Northern Insurance 
Ralph B. Leonard & Co., N. Y.. 


Pacific 


J. K. Rice, Jr., & Co., ee BO arts 


Gilbert Elliott & Co., N. Y...... 
Philadelphia Life 

McCown & Co., Phila. & N. Y... 
Phoenix Insurance Co. 

Gilbert Elliott & Co., N. Y...... 

Conning & Co., Hartford........ 
Prov.-Wash. 

Ralph B. Leonard & Co., N. Y... 
Reliance Ins. 


McCown & Co., Phila. and N. Y... 


Bid Offered Stuyvesant 








J. BK. Rice, Je, & Ca Ne os c0c. 213 218 
188 195 Gilbert Elliott & Co., 'N. Y, Bearers ic 212 218 
and 185 oe Gude, Winmill & Co. Sh. SS, eee 210 220 
ean 185 195 Ralph B. Leonard & Co., x  cawes 212 216 
os 186 190 Travelers Insurance 
Gilbert Elliott & Co., N. Y........ 1200 1220 
90 92 Conning & Co., Hartford..... vee Sa 1215 
U.S. Fid. & Guar. 
<P 510 520 Gilbert Elliott & Co., N. Y........ 200 203 
U. S. Fire 
see 675 De: Gilbert Elliott & Co., N. Y........ 138 144 
U. S. Merchants and “es 
aie 46 53 Gilbert Elliott & Co., N. Y........ 245 255 
Victory Insurance 
nes 341 346 McCown & Co., Phila.and N. Y... 20 22 
348 354 Westchester Fire 
Pie 348 353 Curtis & Sanger, Ni Voc... senses 4414 45% 
vue eee 345 Gilbert Elliott & Co., N. Y........ 45 — 46 
Gude, Winmill & Co., 5." eae 4414 46 
aye 27 30 Ralph B. Leonard & Co., ae 4444 45% 
ie 27 30 ee er eS 
é& 65 70 
dle 5 53 S 
OB PERSONAL ITEM 
19 21 
a 93 96 O. J. Lacey, second vice-president, in charge 
e - of agencies of the Minnesota Mutual, expects 
33 = to make a tour of the company’s old-established 
Suet Sa 34 general agencies in the State of Texas during 
10 720 the month of July. He also expects to estab- 
eee é la . ° 
lish new agencies. 
<s 2220 223 ; ; : 
se ~ 219 223 Fred J. Breen, executive assistant of the Na- 
aN tional Board of Fire Underwriters, last 
a ; Wednesday completed twenty years of service 
108 115 in the organization. The occasion was _cele- 
"6 brated with a luncheon at the Drug and Chem- 
oe a ical Club. Mr. Breen is also wielder of the 
-» 100 110 goose Pt of the New York City pond of the 
.. id Blue Goose. Mr. Breen was presented with a 
as 13 15 beautiful camera, with a high-speed lens simi- 


= lar to those used by press photographers. He 
75 also got a silver fountain pen and pencil set. 
Mr. Breen was very happy over the honors 
tendered him, and said that he expected to 
spend another twenty years with the Board. 








Capital $10,000,000 


1924 
$414,214 
1,046,887 
136,679 
1,428,705 
900,000 


Members 
49 Wall Street 
NEW YORK 





National Surety Company 


Total Premiums since organization $146,802,029 
Losses Paid 50,944,873 
Dividends Paid 11,680,000 


Controls through stock ownership The New York Indemnity Company. 
This investment is carried at its book value. 
pany, which is substantially in excess of book value, does not-appear in the 
surplus item of the Surety Company. 


Operating results for past two years 


*Includes $2 extra dividend payable March 1, 1926, to Stock of record February 15, 


In view of the steady growth and profitable operation of the Com- 
pany, we believe the shares offer an atcractive investment for an Accumu- 
ating Trust with a very satisfactory income. 


Price at the Market to Yield about 5.25% 


CURTIS & SANGER 





New York 
Surplus $6,219,239 


The real value of the com- 


1925 
Underwriting profit $616,948 
Appreciation in value of Securities 274,434 
Profit in sale of securities 259,092 
Investment income 1,528,352 
Dividends paid or declared *1,100,009 


New York and Boston Stock Exchange 
33 Congress Street 
BOSTON 
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NOW READY 


Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M. D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition has 
been recognized as the standard publication of its kind for 
twenty years, and is the only book giving in condensed and 
convenient form just the information required by adjusters of 


ACCIDENT AND HEALTH CLAIMS 


Among the new articles in this edition are those upon 


IVY POISONING HERNIA 
CARBON MONOXIDE SEMILUNAR CARTILAGES 


POISONING SLEEPING SICKNESS 
WOOD ALCOHOL PROSTATE GLAND 
| POISONING HYDROCELE 
SUNBURN ORCHITIS 
GOITRE HEMORRHOIDS 
CANCER OF THE VINCENT’S ANGINA 
STOMACH 


In addition to the new articles, all the valuable features of this 
excellent work are retained. Other new sections added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases, on 


PROGNOSIS and TOTAL DISABILITY IRRESPECTIVE 
OF HOUSE CONFINEMENT 


About 50 New Illustrations are Added to This Edition, 
and the Glessary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuste-’s Manual is divided into three 
sections, as follows: 


SECTION I—ACCIDENTS PROMINENT SIGNS AND 
INFORMATION SYMPTOMS 


PROMINENT SIGNS AND TOTAL DISABILITY AND 
SYMPTOMS HOUSE CONFINEMENT 


TOTAL DISABILITY TOTAL DISABILITY BUT 
PARTIAL DISABILITY NON-HOUSE CONFINEMENT 


PROGNOSIS TOTAL DISABILITY IRRE.- 





ADJUSTMENT SPECTIVE OF HOUSE CON- 
EFFECTS PARTIAL DISABILITY 
SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
INFORMATION EFFLCTS 
SECTION III 


This section takes up the different mineral and vegetable poisons 
that are taken intentionally or by mistake. giving a brief description 
of each drug, and considering the prominent signs and symptoms 
following the swallowing of different poisons, the length of time 
h confir it exists, the duration of total disability and partial 
disability, with advice on adjustment, and effects on the insurability 
of the individual after recovery is complete. 





THe ADJUSTER’S MANUAL is invaluable to those settling Acci- 
dent and Health Claims. 


Price, In Flexible Binding, $6.00. 


Liberal discount on wholesale quantities 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE Publishers 135 WILLIAM STREET 
CHICAGO NEW YORK 











EVERY YEAR A RECORD YEAR 











Year Income Assets Paid Policyholders Since Organization 
1909 $9,248.00 $5,683.00 $722.46 

1913 $234,570.00 $55,825.00 $320,985.43 

1917 $758,923.85 $365,736.81 $1,307,881.83 


1921 $2,374,671.38 
1922 $2,891,874.11 
1923 ©$3,337,492.14 


$1, 499,846.33 $ 4,234,599.59 
$1,722,207.46 $5,763,009.64 
$2,119,695.57 — $7,385,699.08 


24 $3,855,894.05 $2,502,432.78 $9,000,482.67 
928 $4,149, 212.10 $3,233, 262.12 $10,787,653.97 


BUSINESS MEN’S 
ASSURANCE COMPANY 


W. T. Grant, President Kansas City, Mo. 























Standard Sub-Standard Super-Standard 











we want MEN in 
—men who are con- _— 
genial— y WN OHIO 
—men who are trust-  / $< INDIANA 
B . 
1 | 





orthy— 
ae who are self- KENTUCKY 
confident— MICHIGAN 
~<a ae are truth- WEST VIRGINIA 
en ew ee enliy “a PENNSYLVANIA 
pe eae ol ‘ tally a TEXAS 
—men who are financia soopenel so OKLAHOMA 
—— are anxious to accomplish CALIFORNIA 
—men who are sold on life insurance 
Protection— 








—men who are open to Partnership- 
basis Agencies— 


Tell it all in the 


LIFE HEALTH ACCIDENT ’ 
THE OHIO STATE LIFE INSURANCE COMPANY first letter-Time 
Columbus, Ohio is Money. 
































THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 
Arthur E. Childs, President 





Columbian National Agents can offer the best in 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Columbian National Policies 
make selling easier 





Policies backed by one of the very strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. Exceptional oppor- 
tunity is offered to salesmen of character and ability. 
Communicate at once with 

Agency Department 


77 Franklin Street, Boston, Mass, 
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CASUALTY, SURETY AND 
MISCELLANEOUS INSURANCE 
MONTHLY BULLETIN 


THE SPECTATOR COMPANY 


RESEARCH BUREAU OF INSURANCE 














Also issued as a part of The Insurance Year Book Service, which includes the privilege 
of obtaining special reports during the year 








Taxicab Liabiilty 

Casualty stock companies might well take 
a leaf out of the book of medical experience 
where it has long been known that an injection 
of vaccine, whereby the patient experiences a 
mild attack of smallpox, successfully forestalls 
a serious attack of a disease which nine times 
out of ten proves fatal. The nastv medicine, 
in this case, which the casualty companies are 
called upon to swallow, is the taxicab liability 
business; the disease averted, creation of State 
funds to serve the purpose. 

When taxicab insurance became compulsory 
in the State of New York, under section 282-B 
of the highway law, liability underwriters dis- 
dained to raise an evebrow, but mutual compa- 
nies were formed over night to handle the 
business. There ensued a rate war among 
these companies in which the original rate of 
$45 per month per cab was heaten down first 
to $20 per month and then to $16. The in- 
surance department finally stepped in and es- 
tablished the rate at $30. 

The post bellum condition of most of the 
mutuals was pretty precarious and not a few 
of them found themselves in the toils of the 
State Insurance Department’s liquidation bu- 
reau. Taxicab operators are leary of ricketty 
mutual companies. They must have liability 
insurance. Who is going to provide it? If 
the reputable companies won't, the State will. 
Hence the necessity for active entrance on the 
part of the stock companies. 

The problem is further complicated by the 
increased popularity of motor buses, which 
come under the motor vehicles for hire law. 
The solution here seems to be the creation of 
a pool, wherein each of the companies would 
be liable for an agreed percentage of a total 
line. This plan is an actuality in New York 
at present but the membership is restricted to 
such an extent that the assumption of risks on 
heavy lines is out of the question. 


If the stock companies are to enter in this 
class of business, certain reforms will have to 
be instituted. For one thing, a system whereby 
the insurance companies may check up on reck- 
less operators, and institute some semblance 
of preferred risks, is imperative. 


Higher 


EDITORIAL 


rates are likewise necessary before stock com- 
panies will become interested. It is quite likely 
that the rate could be boosted to $45 per month, 
its original figure. 

Meantime, the National Bureau of Casualty 
and Surety Underwriters have interested them- 
selves in the problem and a committee has al- 
ready been appointed to consider the revision 
of rates. 


The New Jersey Explosion 

From the point of view of lives lost, the ex- 
plosion of the government arsenal at Lake 
Denmark and Picatinny, New Jersey, which 
occurred last Saturday, is of relatively minor 
importance despite the extent to which it was 
magnified in.the public press. There have been 
many industrial catastrophes and mine disas- 
ters in which there was a greater loss of life 
than in the Lake Denmark blast. The number 
of those injured in the New Jersey detonation, 
as compared with the number of dead, is un- 
usually high, however, and the property loss 
both at the government plant and in adjacent 
territory was staggering. Some estimates place 
the total property loss at well over $95,000,000, 
this including possessions of citizens as well as 
government stores and buildings. 

Looked at from an insurance angle, and par- 
ticularly through the casualty insurance spy- 
glass, the New Jersey disaster may have a 
far-reaching eftect. The insurance companies 
undoubtedly were involved, though to how large 
an extent cannot yet be determined, and in- 
demnity for injuries, for broken glass and for 
other results of the shock will have to be paid. 
It is probable, however, that the amount of 
money turned over in settlement of insurance 
claims arising from the explosion will be more 
than compensated by the additional demand for 
insurance which is expected to materialize as 
an after-effect of the lesson that the public is 
presumed to have learned. This, at least, is the 
view held by several insurance executives who 
were interviewed by a representative of the 
Research Bureau of Insurance of The Spectator 
Company during the past few days. 

These men pointed out that, following any 
such disaster which holds the interest of the 
public generally, insurance agents find it easier 


4 
J 


to sell their policies, particularly in the affected 
districts. As an argument for insurance, the 
New Jersey catastrophe has provided many 
selling points which can be advantageously 
used in soliciting for indemnity business which 
would cover hazards of this character. Arsenal 
explosions are of rare occurrence, but local 
explosions due to a variety of causes are 
fairly frequent and insurance against the losses 
arising thereunder is just as important and 
necessary for the individual as it would be in 
the case of a major disaster. 


Growth of the Business 

At the annual meeting of the Virginia As- 
sociation of Insurance Agents, held at Char- 
lottesville, Jesse S. Phillips, president of the 
Great American Indemnity Company, had 
something to say that ought to warm the 
cockles of the hearts of all casualty men. His 
address, in part, was as follows: 

“Casualty insurance and suretyship as a busi- 
ness has been referred to on many occasions as 
the infant of the insurance family. But it is 
a lusty and powerful infant, as a few figures 
will show. In 1890 the premium income of 
stock carriers was $8,500,000; in 1900 it was 
$26.000.000; in 1924 it was $600,000,000, and 
in 1025 it was $650,000,000. While other busi- 
nesses have doubled and trebled in volume in 
this period, the business of stock casualty in- 
surance and suretyship has increased by over 
75 times. 

“The business of casualty insurance and 
suretyship has by no means attained its full 
growth or realized upon all of its possibilities. 
For example, recognizing the fact that good 
underwriting necessarily limits the field of 
desirable risks, the following general state- 
ments are most significant: 

“Not more than one person out of twelve 
insurable persons has personal accident and 
health coverage. Not more than one out of 
five owners of private passenger automobiles 
has public liability coverage. Not more than 
one out of every twenty persons occupving 
positions of responsibility is covered by a fi- 
delity bond. It may be safely predicted that 
casualty insurance will produce a premium in- 
come of $1,000,000,000 within the next decade.” 
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Historical and Statistical 





BUCKEYE UNION CASUALTY COMPANY 
Jackson, Ohio 

Changes from Mutual to Stock Basis 

The Buckeye Union Casualty Company, of 
Jackson, Ohio, has announced its intention of 
changing from a mutual to a stock basis. The 
company will have a capitalization of $100,000, 
represented by 1000 shares of stock which will 
be sold at $150 per share, thus creating a sur- 
plus of $50,000. The incorporators plan to in- 
crease the capital to $250,00c later on, when the 
company feels it is ready to extend its opera- 
tions. For the next two years, however, the 
Buckeye will operate only in Ohio, and will 
confine itself to the writing of full coverage 
automobile, plate glass and personal accident 
insurance. 

Ira L. Morris, who is secretary and general 
manager of the company, has long been promi- 
nent in the casualty field in Ohio. 
E. Jones is president. Other officers are: F. 
A. Burgess, treasurer; B. J. Mertz, comp- 
troller, and H. A. Andrews, underwriter. 


Frederick 


COLUMBUS FINANCE COMPANY 
Omaha, Neb. 
Will Write Health and Accident 
The Columbus Finance Company of Omaha, 
Neb., is in the process of organization. The 
company will write health and accident insur- 
ance. The organizers are: Judge J. H. Barry 
of Omaha; Roy Rochford of Wahoo, Neb.; 
Rudolph Brazda of West Point, Neb.; Dr. J. 
C. Devine of Grand Island, Neb.; M. F. 
O’Sullivan of Columbus, Neb.; C. C. Careek 
of Touhy, Neb. The officers are as follows: 
J. H. Barry, president; Roy Rochford, treas- 
urer; M. F. O’Sullivan, secretary. Mr. O’Sulli- 
van and Mr. Rochford will be the active of- 
ficers in charge. 





COMMUNITY AGENCIES, LIMITED 
Ontario, Canada 
Plan to Write Druggist’s Insurance 

An agency company which will write drug- 
gist’s insurance has been organized and licensed 
in Ontario, Canada, under the name of the 
Community Agencies, Limited. There are 
1500 druggists in Ontario, and by offering a 
20 per cent reduction the first year and 30 per 
cent the second year, the company expects to 
secure an unusually large percentage of the 
druggists’ business. Two insurance companies 
have contracted with the Community Agencies 
to accept the insurance of druggists at these 
reduced rates. The new corporation has made 
a survey of the various classes of insurance 
carried by druggists, and on these figures base 
the prediction that their organization can de- 
velop a premium income of $260,000 annually, 
on which the commissions would amount to 
$65,000. 

The Community Agencies is capitalized at 
$100,000. The price per share is $1, without 


par value. 





CONSOLIDATED ASSURANCE COMPANY 
London, England 
Calls Unpaid Liability 

Shareholders and the board of directors of 
the Consolidated Assurance Company, of Lon- 
(lon, at a joint conference to consider the future 
procedure of the company, decided to have the 
board call a portion of the unpaid balance due 
on each share. 

The Consolidated, a 
has found itself in 
result of bad experience under marine treaties 


reinsurance company, 


financial difficulties as a 
entered into some years ago. The company has 
entered on no marine treaties during the past 
year and a half, and has canceled a number 
that were on its but the 
losses it has been forced to pay on the busi- 
ness of 1922, 1923 and 1924 has been tremend- 
ous. At the end of 1924, the company had a 
reserve of £616,000 to meet unexpired marine 
liability, but payments totaled £795,000. The 
chairman of the board 
holders that the existing paid-up capital of 
£475,000 may be regarded as lost in running 
off the 1922-1925 business. 

The Policyholder, of Manchester, in com- 
menting on the situation says that the present 
difficult situation of the Consolidated is largely 
caused by the fact that something like £600,- 
000 is locked up in deposits—of which $500,- 
000 applies to marine contracts—and apparently 
some companies are sitting tight on deposits, 
etc., and at the same time are -also asking the 
Consolidated to pay claims in cash in addition. 

The Policyholder further states that there 
is an obligation upon the direct writing com- 
panies to make things as easy as possible for 
the management, as the present situation came 
about long before the present manager, L, Sin- 
clair, assumed his post. 
trouble, says the Policyholder, lies with the 
direct writing companies themselves, who passed 


books 


of treaties 


informed the share- 





Responsibility for the 


along to the Consolidated, for the commissions 
they received, business on which the rates were 
cut so that there was no prospect of a profit 
for the reinsurer. The Consolidated, in Amer- 
ica, has an excellent reputation, and the firm 
has been very successful except in its ill-fated 
marine ventures. 


CONSTITUTION INDEMNITY COMPANY 
Philadelphia, Pa. 
Steck Fully Subscribed 
The Constitution Indemnity 
hiladelphia, an account of whose organiza- 
tion appeared in the April 
Casualty and Surety Monthly Bulletin, has is- 
sued a call for the first payment on stock to be 
made to the Reliance Company, 
which will take care of the details of the is- 
suance. The initial payment was $10 for each 
share subscribed, followed by a similar pay- 
ment on July r. A third payment is due 
August 1. The stock has been fully subscribed 
on a basis of $30 a share. $20 is given to the 


Company of 


5 


issue of the 


Securities 


30 


~ 


surplus and $10 is paid into the capital ac. 
count. The par value of the stock is $10 per 
share. 

The Constitution Indemnity is capitalized at 
$1,000,000, with a surplus of $2,000,000. The 
officers of the company are: J. B. Cochran, 
C. Wright, vice-president and 
Edwin S. Gault, 


president; C. 
general manager: 
and treasurer. 


secretary 


FORT DEARBORN AUTOMOBILE 
INSURANCE COMPANY 
Chicago, Ill. 

Will Operate on Stock Basis 

The Fort Dearborn Automobile Insurance 
Company has been formed by interests affiliated 
with the Fort Dearborn Casualty Underwriters, 
The new company is classed as an old-line legal 
reserve stock company specializing in automo- 
bile insurance at lower rates. A 25 per cent 
commission is being offered to agents. 

The Fort Dearborn Casualty Underwriters 
lost its certificate to do business in Michigan 
about three months ago when L. T. Hands, 
Commissioner of Insurance, refused to permit 
an expense item of more than 35 per cent to 
the attorney-in-fact; whereupon President John 
L. Walker announced that he would organize 
a stock company. The new company is the 
result, but as yet there has been no announce- 
ment to the effect that it will completely super- 
cede the reciprocal. 

The officers are, presumably, the same as 
those of the Walker Service Inc., the attorney- 
in-fact for the Fort Dearborn Casualty Un- 
derwriters. They are: John L. Walker, presi- 
dent and treasurer; L. E. Walker, first vice- 
president; R. N. Wycoff, second vice-president; 
R W. Kellar, treasurer. 


GREAT AMERICAN INDEMNITY 
COMPANY 
New York, N. Y. 


Begins Writing Business 


The Great American Indemnity Company, 
casualty running mate of the Great American 
Insurance Company, the details of whose or- 
ganization may be found in previous issues of 
the Casualty and Surety Monthly Bulletin, has 
completed the organization of its staff and be- 
gun writing business. 

H. J. Aldrich has been appointed assistant 
vice-president in charge of compensation and 
liability underwriting. Mr. Aldrich has had 
years of experience in these lines, his most re- 
cent connection being with the Massachusetts 
Bonding and Insurance Company of Boston. 
F. Tillinghast has been appointed 
agency assistant under Major E. E. Johnson, 
vice-president in charge of production. For 
the past three and one-half years Mr. Tilling- 
hast has been with the agency and direct-mail 
departments of the National Surety Company 
of New York, N. Y. In addition to his agency 
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duties with the Great American Indemnity, 
Mr. Tillinghast will have charge of preparing 
the company’s advertising and publicity mate- 
rial. 

A metropolitan office, located in the home 
office building at 1 Liberty street, has been 
opened and is under the management of Mil- 
ton P. Link. 
connected with the Travelers Insurance Com- 
pany and has disposed of his own business to 


Mr. Link was for several vears 


accept the Great American Indemnity Com- 
pany’s appointment. 

The company plans a gradual extension of 
its operations into other States and additional 
appointments to its personnel will follow ac- 
cordingly. 


INDEPENDENT BONDING AND CAS- 
UALTY INSURANCE COMPANY 


Newark, N. J. 


Guaranty Fire Organizes Runninz Mate 

The Independent Bonding and Casualty In- 
surance Company, at 20 Washington place, 
Newark, N. J., has been organized and will 
probably begin writings about August 1. The 
new company is a running mate to the Guar- 
anty Fire Insurance Company of the same ad- 
dress. 

When the authorized financing of the Tnde- 
pendent Bonding and Casualty is completed, 
the company will have a capital of $3,000,000 
and a subscribed surplus of $6,000,000. This 
authorization is divided into 200,000 founders’ 
shares at $10, giving $5 to capital and $10 
to surplus; 200,000 shares of second allotment 
at $15, giving $5 to capital and $10 to surplus, 
and 200,000 shares of third allotment, giving 
$5 to capital and $15 to surplus. The unsold 
portion of the founders’ shares is now being 
offered at $10 per share. Charter for the new 
company has been granted by the Bauakine and 
Insurance Department of New Jersev and the 
organization is authorized to write all forms 
of casualty insurance and will take fidelity 
bonds and automobile liability insurance on 
preferred risks only. 

Officers of the Independent Bonding and 
Casualty Insurance Company are: Robert S. 
Hudspeth of Jersey City, former judge of 
court of common pleas and director of the 
Union Trust & County National 
Bank, president; F. Spencer Baldwin, presi- 
dent of the Guaranty Fire, chairman of the 
hoard; Arthur C. Hensler, of Newark, presi- 
dent of the Essex Tce & Cold Storage Company 
and director of the Dime Savings Institution, 
vice-president; Anthony M. Ruffu, Jr., city 
treasurer of Atlantic Citv, vice-president of 
Chelsea Safe Deposit & Trust Company, di- 
rector of Atlantic Guarantv & Title Tnsurance 
Company, director of Atlantic City Fire and 
of Seaboard Fire, vice-president, and Robert 
R. Tuttle, manager of the Guaranty Fire, gen- 
eral manager. | 


Hudson 


In addition to the officers, the directors are: 
S. D. Baldwin, William Childs, General D. F. 
Collins, C. J. Curtin, W. R. Coddington, F. W. 
Demarest, R. W. A. English, C. W. Ennis. 
L. W. Erickson, E. M. Farrier, H. M. Friend. 


W. C. Gebhardt, E. H. Geran, E. C. Hutchin- 
son, I. H. Hoffman, W. R. Hudson, S. Stanger 
Iszard, H. T. Kays, Col. William Libbey, V. 
Claude Palmer, J. Van Dyke Perrine, U. G. 
Robinson, T. E. Rook, Joseph Steinert, C. 
Stevens, W. A. Stryker, E. M. Sutton, R. 
Tirrell, C. I. Voorhees, H. Otto Wittpen, P. 
J. Wood, W. J. Wright and Harry R. Wilson. 
All the directors are prominent business men 
and attorneys of New Jersey. 

The Independent Bonding and Casualty In- 
surance Company will offer its policies and 
fidelity bonds at a reduction of 25 per cent 
from the schedule rates. 
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NEW YORK CASUALTY COMPANY 
New York, N. Y. 


Increases Capital and Broadens Scope 


Contemporaneously with the decision of the 
New York Casualty Company to increase its 
capital comes the announcement from J. Car- 
roll French, president of the organization, that 
the company will broaden the scope of its ac- 
tivities and will enter the direct writing and 
surety fields. 

The capital will be increase from its pres- 
ent figure of $750,000 to $1.000.000. New 
stock to the amount of 10,000 shares at a par 
value of $25 will be sold at $75, thus adding 
$500,000 to a surplus that is already over $1,- 
500,000. The total assets of the company are 
about $3,500,000. The increased capitalization 
will allow the company to write all lines of 
coverage permitted in section 70 of New York 
State’s insurance law. 

To carry out its new plans, the New York 
Casualty is forming a fidelity and surety de- 
partment which will be in charge of Emil L. 
Hoen. Mr. Hoen is thoroughly experienced 
in all phases of surety underwriting and claim 
work and is well fitted to organize and direct 
the new department. He has been appointed 
manager and began his duties as of July 1. 


OHIO MOTOR MUTUAL COMPANY 
Cleveland, Ohio 
Court Orders Liquidation 


Another Ohio mutual company has felt the 
axe of Judge Harry L. Conn, Superintendent 
of Insurance for the State of Ohio. The 
Ohio Motor Mutual of Cleveland has been put 
into his hands for the purpose of liquidation 
by order of the Franklin County Court of Ap- 
peals. The company was organized in 1023 
under the Ohio law requiring bus operators to 
carry liability and property damage insurance 
on all passenger-carrying vehicles by the Ohio 
Motor Bus Owners Association for the pur- 
pose of writing coverage on its members. 

The last annual statement of the Ohio Mo- 
tor Mutual showed assets of approximately 
$32,000. Examiners have not yet determined 
the liabilities. M. FE. Blackburn is president 
of the company and Ralph W. Sanborn, secre- 
tary. 

The enforced liquidation of the Ohio Motor 
Mutual follows closely on the heels of the 
Great American Mutual crash and the difficul- 
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ties of the Allied Motor Mutual. A_ third 
company, the U-Go Auto Service League of 
Toledo, is also in trouble for violation of its 
charter. 


STANDARD ACCIDENT INSURANCE 
COMPANY 


Detroit, Mich. 
Disposes of Railroad Business 


The Standard Accident Insurance Company 
of Detroit has sold its railroad installment 
business, a department which for many years 
has been engaged in the sale of personal acci- 
dent and health policies to railroad men on a 
pay order collection plan. These are exclu- 
sive of the ticket policies sold by ticket agents 
throughout the country on the per day basis. 
The reinsurance of the policies has been ac- 
complished by the Provident Life and Acci- 
dent Insurance Company of Chattanooysa, 
Tenn. 

The department which has been handling the 
railroad installment business for the Standard 
Accident had its own force and equipment and 
was quite distinct from the main organization 
which cares for the general casualty and surety 
business. These lines have grown so in the 
last few vears that the officials of the com- 
pany considered the sale of the railroad busi- 
ness a necessary step if the major lines were 
to receive proper attention. 

In passing, it might be mentioned that the 
Standard has introduced a new accident policy 
which covers the insured against death or dis- 
ability from an automobile mishap, regardless 
of whether he be acting in the capacity of pas- 
senger, driver, demonstrator or adjuster of an 
automobile or whether he be merely a pedes- 
trian injured by an automobile. 


SUPREME CASUALTY COMPANY 
Milwaukee, Wis. 
Announce Capital Stock Increase 
J. J. Tague, president and general manager 
of the Supreme Casualty Company of Milwau- 
kee, Wis., has announced ‘an increase in the 
capital stock and surplus of the company which 
will bring it up to $112,500. The new issue is 
heing subscribed by the stockholders and agency 
force. The Supreme Casualty was organized 
in 1921 and in December, 1925, had a paid-in 
capital of $25,000 and a surplus of like amount. 
The company writes health and accident busi- 


ness. 





WORKMEN’S COMPENSATION MEDI- 
CAL SERVICE BUREAU, INC. 
New York, N. Y. 


The Secretary of State of New York has 
sranted a charter to the Workmens Compensa- 
tion Medical Service Bureau, Inc., whose head- 
quarters are in New York, N. Y. The cap- 
ital stock is $1000, ten shares at $100 each. 
Directors and their stockholdings are: Sidney 
Schimmel, four shares; L. Rosenberg, four 
shares: Michael Schimmel, two shares. 
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AUTOMOBILE INSURANCE EXCHANGE 
Seattle, Wash. 

Examination of the Automobile Insurance 
Exchange of Seattle, Wash., by the 
Insurance Department of the State 

of Washington, as of April 10, 
1926 


Examinations 

The last examination made covered the pe- 
riod ending June 30, 1925. This examination 
covers the business transactions of the com- 
pany from that date to March 31, 1926. The 
annual statement filed with the insurance de- 
partment for the year 1925 was checked with 
the ledger. Detail test checks were made of 
the income, and the disbursements were checked 
covering this period. The assets were veri- 
fied and the liabilities established. A finan- 
cial statement was made showing the income 
and disbursements for the first three months 
of 1926 and the assets and liabilities at the 
close of business March 31, 1926. 


History 
The Exchange was organized March 1, 1910, 
under the laws of the State of Washington as 
an interinsurer. The hazards written are 
motor vehicle insurance, including personal in- 
jury and also surety bonds on operators of 
motor vehicles. 
The company operates in the States of Wash- 
ington, Oregon and Idaho. 


Management 

The by-laws provide that the management is 
vested in an advisory board and an executive 
committee thereof. The advisory board is re- 
quired to meet annually and the executive com- 
mittee monthly. The advisory board and the 
executive committee as well as the officers are 
to be elected annually for a term of one year 
or until their successors are elected. The by- 
laws have not been followed. The manage- 
ment is exercised by the attorney-in-fact. 

There has been but one advisory board meet- 
ing since September, 1924. The last report of 
examination states that the members of the 
board have not made affidavits of acceptance 
of membership on the board They have not 
done so to date. 

The executive committee has not been 
elected since March 6, 1919, and only two of 
the five members are now eligible for mem- 
bership on the committee. The last meeting 
of the executive committee disclosed by the 
minutes was April 12, 1910. 

The last annual meeting of subscribers was 
held February 16, 1926 The attendance in per- 
son at this meeting was limited to C. S. Best, 
F. T. Houghton, G. G. Griswold and J. M. 
Mitchell. The following were elected as mem- 
bers of the advisory board: 

Apvisory Boarp.—F. E. 


Struve, T. C. 


McHugh, Charles H. Frye, W. I. Coldiron, 
Frank H. Frye, J. O. Colwell, John B. Van 
Dyke, F. A. Latcham, W. G. Nichols, Roy P. 
Ballard. 

At a meeting of the advisory board March 
6, 1922, F. K. Struve was elected chairman of 





the board and J. M. Mitchell was elected secre- 


tary-treasurer. There has been no election of 
officers since that date. 

Fmwe.ity Bonps.—There is a schedule fidelity 
bond in force in favor of the Exchange on the 
following and in the amounts as shown: 


Best, C. S., attorney and manager........ $5,000.00 
Houghton, F. T., deputy attorney and mgr. 5,000.00 
Mitchell, Ji: 54, WeASarers.2c sc cwses ccs.c 5,000.00 


The Exchange also has a forgery bond in 
the amount of $5,000.00. 

UNDERWRITING.—The Exchange is reinsured 
against loss by any one fire in the amount of 
ninety (90) per cent of the loss after the first 
$2,500.00 up to $30,000.00. 

The largest net risk assumed by the Ex- 
change is $50,000.00 under personal injury cov- 
erage. 

The insurance code limits the expenses of a 
mutual company to forty (40) per cent of the 
premium income. The [Exchange is exceeding 
this limit. 


FINANCIAL STATEMENT—Marcu 31, 1926 








Ledger assets December 81, 1925........ $85,003 
INCOME 

Gross prems. written or renewed $47,339 

Deduct: Return prems....... 10,337 

Net: PREMIUM: ACOME oosi6i65i5.s64-cr00:5800'9-0-6 37,002 

Gross int. on bonds less $47.79 accrued int. 

Oh PONdS PALCHASE? 66 66 sos ceswisw wes 269 
Miscellanebus EMLCTESt oio.00é.0's6 o.sieesivis sins 31 
Increase in ledger liabilities............ é 31 
Received on accounts previously charged off 42 

OAT SOE. soho rcs Gisiaicins Wiese secede $37,375 
OCA? wcaseaeoeee aystasarae(elotens tes Ponasecate $122,378 
DISBURSEMENTS 
Gross amt. paid for losses..... $12,671 
Deduct: Reins. .:sccsc0 <0 $18 
Deduct: Salvage :..... 125 805 
Net amount paid for losses.............. 12,366 
ING TUISEMENE “CXPONSE 55.56 5 54.00-00.6' 0:6 aualas 00 3,675 
Administration €XPeENSe 6... cesecceecece 12,757 
Advisory board expense............e.0-: 6 
eT en ci gn Oa Ae Cn ere ee 2,344 
tate: TAK Bi OMIA oo os estore 0 osa:s'eie0. Fare 869 
Insurance department licenses and fees.... 133 
PU ENCIBTAD wate oi wa isinw 0861078 5! ore! 0.0: aib winiesb.6 28 
Exchange and colilection..........cccce08 4 
Piel ec aa of) 25: | | A a ae ea ta a 13 
‘TOtal “GISDUEROMICHIS .6.06c0sscaewas < $32,313 
AIG RCE 6o.856:6-0:5:4. 08 int Soe eGWoe ee aewe 90,065 
Lepcer ASSETS 
Booksiwalde ret Ghendes.ii6.05.60 saeergeases $30,957 
Deposits in banks not on interest........ 6,314 
Prem. in course of coll. on bus. effective 

subsequent to December 31, 1925...... 27,713 
Prem. in course of coll. on bus. effective 

prior-tO Janaury 2, 2926 36:60 ss hielo cis 18,429 
OT RR cin, | ha a a ee Pe 1,100 
AGOOUMES — PECELVAING 5.015 \a%c0re.rs pd ereinieiss a6 1,346 
EEO H ATTIC ACE 555 50e-0) 6.6 Kinsale Severe Rew shanse's 8,545 
PHILS AUG DSUICS e606. scrediacereeets.areve 661 

Total Tedgek AGSCtS so. 66k care ea sakoge $90,065 
Non Lepcer ASSETS 
Interest accrued on hbonds.............. $567 


SEGER HOSES: <<.6.6. 050 sie sb awnslire aed aiarers $90,632 


Depuct Assets Not ADMITTED 
Prem. in course of coll. on bus. 





effective prior to Jan. 1, 1926 $18,429 
sills receivable past due....... 1,100 
Accounts receivable ........... 1,345 
Attomney=in-Tact. oi. 6-0 6s atése-eaas 3,545 
Furniture and fixtures........ 661 
300k value over mkt. val. of bds 347 
—————_ 25,427 
$65,205 
LIABILITIES 
Losses adj. and unpaid or in process of adj. $12,716 
Reserve for losses incurred and unreported 3,000 
Reserve for losses resisted..............- 25,014 
Total unpaid losses and claims...... ore $40,730 
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Est. exp. of adj. and settlement of losses 8,500 
Unearned premiums ........+.. eametibiclce 71,623: 
Premium refunds unclaimed........++.-- 297 
Reinsurance premiums due...... nae saree 850: 
Estimated amount of taxes due and accrued 1,809 
Salaries, bills, accounts accrued.........+ 575 
Suspense ...cccccccccccscccccccscvccces 154 
a 

Total liabilities: <...././0s160.- sie cee t's v0 $119,538 
Liabilities in excess of admitted assets.... 54,383 
ep 

Cee rrer re re TT re rer tee ere $65,205 


Comments on Financial Statement 

Book Va.Lvue oF Bonps, $30,957.20.—The 
bonds owned by the Exchange are all on de. 
posit as security for supersedeas bonds. They 
were verified from receipts in possession of 
the Exchange. The market value was secured 
from appraisals made by a reputable bond firm 
and the book value in excess of the market 
value deducted as a non-admitted asset. 

Unpaip Losses AND CLAIMS, $40,730.45.— 
The amount shown above represents the esti- 
mated amount of losses and claims outstanding 
using $750.00 per case as the liability for all 
claims in suit, in the superior court or ap- 
pealed to the supreme court. The Exchange 
has contested many of its claims, which has re- 
sulted in a very large legal and adjustment ex- 
pense. The claim files in many cases are in- 
complete and do not furnish full information, 
IN Excess or ApMITTED As- 
Exchange shows | this 


LIABILITIES 
SETS, $54,332.49.—The 
large excess of liabilities in excess of admitted 
assets, due to claim experience, large under- 
writing, legal and adjustment expenses and 
delinquent premium collections. 

Accounts AND Recorps.—The accounts were 
in excellent condition and no errors found 
More complete subsidiary records should be 
maintained. 


General Remarks 

In establishing the loss paying ability of an 
interinsurance exchange, organized under the 
laws of the State of Washington, there must 
be taken into account, in addition to the cash 
assets, the contingent liability of each solvent 
member to ratably pay and discharge all losses. 
and legal claims arising against the associa- 
tion. 

Acknowledgment is made of the courtesies 
extended by the officers and employees of the 
Exchange during the course of this examina- 
tion. 

Respectifully submitted, 

(Signed) H. O. Frsupack, Jr., Examiner. 


NEW YORK INDEMNITY COMPANY 
New York 
Condensed Examination by the Insurance 
Department of New York, as of 
December 31, 1925 


History 

The New York Indemnity Company was in- 
corporated December 15, 1921, and was author- 
ized to transact business December 20, 1921. 
The original capital stock amounted to $250, 
000, consisting of 2500 shares of a par value 
of $100.00 each. On December 31, 1925, the 
capital stock amounted to $1,000,000, consisting 
of 10,000 shares of a par value of $100.00 each. 
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The increases in capital stock are shown as 


follows : 





December 27, 1921, original capital stock. $ 250,000 
August 16, TOO2.. INCVOASE. icc cocce 250,000 
May 8 1928, imcrease............ seeeee 500,000 
$1,000,000 
Contributions to surplus by stockholders 
were made as follows: 
ecember 27, 1921.....seecereeoees sees $ 250,000 
pre ROM QU Si aos ones coals enacts . 250,000 
May 8, 1928..-.sssccescescscccccseeees 250,000 
December 10, 1923.....+++eeeeeeeee coee 500,000 
December 31, 1924.........seseseceeees 500,000 
December 31, 1925.......+.seeeeeeee wre 500,000 


$2,500,000 


TotaL INVESTMENT 





Rl <inarcxemtanttceranueacaandan $1,000,000 
Surplus ....-. eee ce eee e cece eceeeees , 2,500,000 
$3,500,000 


The company operates in the District of Co- 
lumbia and in all of the United States of 
America except the following: Arizona, 
Idaho, Montana, Nevada, New Mexico, North 
Dakota and Wyoming. 


Ledger Assets 


Book value of bonds........ $4,828,913 
Book value of stocks........ 181,515 

$4,510,428 
Cash, in home office......... 4,212 
Cash, in branch offices....... 892 
Deposits in banks on interest $51,610 $656,714 
Gross prems. in course of coll. 

On Poli- On Poli- 
cies or Renew- cies or Re- 


newals Effec- 
tive Prior to 
Oct. 1, 1925 


als Effective 
on or after 
Oct. 1, 1925 














POMO. “asec ale rteis ec eree $ 21,504 $ 4,071 
1 Saree careper ttre 6,891 2,406 
Rite liability: s.s:00< 6:6: 358.357 51,629 
Liability other than auto 165,949 26,899 
Workmen’s compensation 475,089 64,724 
IOMHIES? io yio-o.006) rors. Bevorens 16,299 4,359 
SUOGe esis isarenc ciecus 21,449 29,811 
We SINE eo icsccccues 63,354 6,747 
Burglary and theft..... 100.606 14,837 
Steam DOMET cir cccaeicss 25,162 4,753 
Engine and machinery. . 8,466 1,519 
Auto property damage.. 128,999 19,164 
Auto: COMISiION  <-0.6.6.0.0e0 33,064 4,852 
Property damage and col- 
lision other than auto. 10,619 1,544 
la. Gl ennanae $1,432,828 $237,317 
Less 
Return premiums.. $ 303,444 $ 50,387 
Reinsurance ...... SIS éacwuccs 
Total credits.... $ 346,339 $ 50,387 
|, Cer ere $1,086,489 $186,930 $1,273,419 
MUdaee PRINCES... cacicsceine  coedetere 44,005 
Agent’s balances 
13) ie ee sedeeceoe 44,242 
Cet ces’ caceer aenneeen 13,795 30,447 
Reinsurance receivable on paid losses.... 40,143 
Equity in funds of Workmen’s Compen- 
sation Reinsurance Bureau.........-.. 77,058 
Equity in funds of Motor Vehicle 
BANGING BEGUD. 50:66 s'o aids. cox doesodace 77,809 
Total ledger assets..........-secee- $6,710,023 
Non-Lepcer Assets 
Interest accrued on bonds..... $ 63,060 
Market val. of bonds and stocks 
over Book value.....o.<+<s00. 
MONDAY oes cos ee 3 $163,267 
UCR Deas Paina brace 9,965 173,232 
Salvage recov.on paid losses... 1,066 
Additional equity in funds of 
Workmen’s Compensation Re- 
Insurance Bureau .......-.. 1,979 $ 239,237 
NGEGES | GHGEESG 5:0 Ssserserdisvereaee $6,949,359 


Depucr Assets Not ADMITTED 
Prems. in course of collec. ef- 


fective prior to Oct. 1, 1925.. $186,930 
Sundry balances.........ee00- 44,006 
Agent’s dehit balances........ 44,243 
Cash in branch offices........ 239 





Equity in funds of Motor Ve- 
hicle Bonding group....... 1,117 
Reins. receivable on paid losses 4,153 280,688 
Total admitted assets..... $6,668,671 
Liabilities 
Unpaid losses 
NGCIUENE. ccevticuninpmoseecenns $12,911 
RIGA ssidwcceccieceaceasasinwe 7,504 
RIGGS dc: icvedecsweedueeecies 6,821 
MUMGUUH vl cdwavauaceateneusad ce 88,241 
Prater Mite. fF aledavcecdew tenes 10,952 
hursiaty atid theft...6<:66s<sc0s 116,258 
Sled WAM 2 os oe oiscewscenes 5,145 
Engine and machinery........ 1,782 
Auto property damage........ 109,448 
Fite: COUMGR. soclss adice ed ances 22,833 
Property damage and collision 
other than attto....cicsececes 5,264 
ee ee $387,159 
Special reserve for unpaid liabil- 
ity and workmen’s comp. losses 
Jaa. scas oxee eaee eas oncws 937,722 
Workmen’s compensation ...... 967,753 
Total wvipaid (Cainigeiscsas. cceccces $2,292,634 
Wneartied PrGmiums: cc cccccaecisvc neces 2,487,396 
COMMING oS e iss co ciadadedcedueweens 824,762 
sills and expenses due or accrued...... 4,953 
ARO Cocdiend wou Moar toate andere eaews 131,555 
Total liabilities except capital....... $5,241,300 
Catmial Sec os tecccncdceods $1,000,000 
Surplus over all liab......6.cce- 427,371 
Surplus as regards policyholders........ 1,427,371 
SOME cicsc) decaenvnccdsceweesdaewenc $6,668,671 


Surplus 
As a result of this examination the surplus 
is found to be $427,370.54. The decrease in 
surplus funds reported by the company 
amounting to $355,704.57 is accounted for as 


follows: 


Decreases 
in Surplus 
Interest due and accrited.....ccecccscecs $975 
Market value of bonds and stock over book 
WHO ie kok id cede eae eu nR dy Meee eS 735 
Prem. in course of coll. effective prior to 
Chetek Fo Accs ursnuweneusandeuens 82,274 
Agents’ sundry balances... cccccacescses 13,795 
Miscellanieous balatices «2.60 ccccccsassose 44,005 
Reinsurance recoverable on paid losses 3,667 
Motor vehicle bonding companies......... 1,119 
Caals “im: Dranicl) <GMG08s cece codeine cans 239 
Losses—Miscellaneous lines ..........00- 51,699 
VOSMG EAs | cciecciwe cence cewesdlousnes 127,463 
Losses—Workmen’s compensation ........ 127,839 
Unearned Qrenwim ....cccccoaceviceseas 2,873 
COMMISSION: (oc k cecuvceeeddwdcereseemnes 10,245 
Total decrease in surplus............ $416,328 
Increase 
in Surplus 
Salvage recovered on paid losses......... $1,066 
Bills and expenses due and accrued....... 4,547 
RAMON 6 nd aia tin SOURCE EERECROREREORESS 55,520 
Total increase in surplus............: $61,133 
RECAPITULATION 
Total decrease itt SurpltGce ccc ce sceocccns $416,928 
Fotal increase) ft surpluses... cccsccesaes 61,133 
$355,795 
Surplus reported by company............ $783,166 
Surplus a6 get ‘this Tepettccn.cccdeciees cee 427,371 
$355,795 


Gain and Loss Exhibit 
An underwriting and investment exhibit cov- 
ering the period from December 31, 1922, the 
date of the department’s last examination to 
December 31, 1925, is shown as follows: 


UNDERWRITING 


Pp esti COTTER) oie $e -4.scaree wl cme ceoene $13,989,042 

Loss from underwrit’g profit & loss items 503,718 
Underwriting income earned....... $13,485,324 

Losses ineurfed ....ccccss $10,118,777 

Com. MeUred cccccccecns 8,852,043 

Taxes incurred ......-e0- 321,589 


Overhead exp. incurred... 1,903,152 
$16,195,561 


$2,710,237 


Total losses and expenses incurred. 


underwriting........... 


T.oss from 


39 








INVESTMENTS 
Sntevest, CASED ~o6cc dc cncedcaceaeeads ‘ $529,512 
Gain from sale of securities........... 11,303 
Gain from change in diff. bet. book and 
market value of securities........... 161,464 
VOOR. sacs cccavsenncseeurmanceass $703,279 
Investment expense .......cccccccccece 11,937 
Net gain from investments........ $690,342 
RECAPITULATION 
Gain from contributions to surplus 
by stockholders ......cccccceee . $2,000,000 
Gain from investments............ 690,342 
0) eer naan nase imueeweded 2,690,342 
Loss from underwriting.........++- 2,710,237 
Net Ines te) Gttegltticcc kc ccicccsnes r $19,895 
Surplus per exam’r’s report Dec. 31, 1922 $447,266 
Surplus per this report............ wate 427,371 
Net loss to surplus....... paaddaad $19,895 


Analysis of Earned Premium 


January 1, 1923, To DeEcEMBER 31, 1925 








Per 

Cent 

Losses and loss exp. incurred $10,118,777 72.33 
Commissions incurred ....... 3,852,043 27.54 
Tames MICUSIER «< 6cccccccues 321,589 2.30 
Overhead exp. incurred...... 1,903,152 13.60 
Undwrt’g profit & Icss items 503,718 3.60 
WON cévewacucasaanadee $16,699,279 119.37 
Loss from underwriting...... 2,710,237 19.37 
Earned premiums .......... $13,989,042 100.00 


The following exhibit shows the ratio of 
losses incurred to premiums earned on the vari- 
ous lines of business written by the company 
for the period January 1, 1923, to December 31, 
1925: 





Ratio 
Premiums Losses Per 
Lines of Business Earned Incurred Cent 
FROGGER ao Seccsiwnceus $140,360 $69,568 49.56 
IGM a ce ececudeuaes 71,840 49,085 68.32 
Auto liability ....... 3.811,999 2,414,965 63.35 
Liab. other than auto 1,401,607 1,102,759 78.68 
Workmen’s comp. 4,165,127 3,659,573 87.86 
IMR acc cx camace ds 41,384 41,270 99.72 
SU Ccovegecceneus 2963289 193,273 65423 
PRG GAME cde ccwees 722,651 273,648 37.86 
Burgary and theft.... 1,564,554 1,011,541 64.65 
Steam boiler ........ 111,752 21,444 19.20 
Engine and machinery 30,014 6,693 22.29 
Auto prop. damage... 1,212,016 903,399 74.54 
Auto collision ...... 343,598 320,609 93.31 
Prop. damage & coll 
other than auto.... 75,951 50,950 67.36 
TOONS ok chicas $13,989,042 $10,118,777 72.33 


OrFIcErs.—The officers of the company are: 
W. B. Joyce, chairman of the board; M. O. 
Garner, president; T. L. Bean, vice-president ; 
E. H. Babbage, vice-president; H. J. Lofgran, 
vice-president; Herbert J. Hewitt, secretary, 
and *A. E. Robinson, treasurer. *Resigned 
subsequent to December 31, 10925. 


Conclusion 


This report shows the company to be in 
possession of admitted assets of $6,668,671.21 
and a surplus over all liabilities of $427,370.54, 
which with its capital of $1,000,000.00 provides 
a surplus to policyholders of $1,427,370.54. 

As indicated by the exhibits heretofore set 
forth, the company’s underwriting since the 
last examination by this department as of 
December 31, 1922, reflects a loss of $2,710,- 
237-34. 

These losses have been partially offset by 
investment gains of $690,341.73 and voluntary 
contributions to surplus by stockholders of 
$2,000,000.00, the net result being a loss to sur- 
plus of $10,805.61. 

Respectfully submitted, 
Joun E. Watson, Examiner. 
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SOUTHERN SURETY COMPANY VS. 
BENTON, COMMISSION OF 
APPEALS OF TEXAS 
280 Southwestern Reporter 552 
Requirement in Application That Insured 
Be in Good Health at Time of Delivery of 
Policy Is Valid and Company’s Soliciting 
Agent Cannot Waive Such Stipulation 
Where Application Expressly Limits His 
Authority So to Do 


Application for health insurance policy was 
made by the insured and was thereafter issued 
by the insurance company and delivered to the 
insured. A very short time after the delivery 
of the policy the insured became ill from in- 
testinal intoxication and was confined to bed 
for a period of four months, during which time 
he was unable to attend to his business or carry 
on his occupation in any manner. At the trial 
the undisputed evidence showed that the in- 
sured had tuberculosis at the time he filled out 
the application ard, because of that fact, his 
health at the time of the issuance of the policy 
was materially unsound. In his application the 
insured stated that at that time he was “in 
sound condition mentally and physically.” On 
the stand, however, he admitted that he had 
been informed four years previously of the 
fact that he had tuberculosis and that because 
of such fact he was receiving compensation 
from the United States Government as a dis- 
abled soldier. In the application, the insured 
furthermore stated that he understood and 
agreed “that the signing of this application does 
not effect an insurance contract and that the 
insurance hereby applied for shall not become 
effective prior to the date and hour set forth 
in the policy actually issued by the company: 
such policy thereupon becoming effective if 
delivered to you (the insured) while you are 
in good health and free from the effects of anv 
injury, disease, or bodily infirmity.” 

The application was incorporated in and 
made a part of the policy and, because of this 
fact, the insurance company denied liability 
on the ground that the insured was not in good 
health at the time the policy was delivered as 
provided for in the stipulation in the applica- 
tion. The insured, on the other hand, contends 
that due to the fact that the soliciting agent of 
the insurance company had knowledge of the 
insured’s actual physical condition at the time 
the application was made, such knowledge must 
be also imputed to the principal and the prin- 
cipal held to have waived the stipulation re- 
quiring good health at the time of delivery. 


Held, that the stipulation which required 


good health on the part of the insured at the 
time of delivery of the policy, is valid, and if 
the insured be not in good health at such time, 
no liability attaches on the part of the com- 
pany, unless it can be shown that the insurer 
is estopped for setting up such defense or has 
stipulation. 


waived such Furthermore, the 





knowledge of the soliciting agent is, in this 
case, not the knowledge of the principal, and 
he had no authority to waive any stipulation or 
requirement of any application or policy; the 
insured did have or should have had knowl- 
edge of the limited authority of the agent be- 
cause the application itself expressly provided 
that “no agent or solicitor of the company 
has authority to alter, amend or waive any 
policy or policy provision or requirement.” 


Evidence of Extreme Drunkenness Is Suf- 
ficient to Go to the Jury on the 
Question of Action Not Being 
Intentional 

The plaintiff in this action was killed by one 
Walls and an action was brought upon his pol- 
icv which insured him against accidental death. 
The evidence showed that Walls was drunk for 
hours the time of the 
shooting, and that while in such condition he 
roamed from place to place cursing at people 
When he reached 


several previous to 


and discharging his revolver. 
the scene of the homicide, he descended from 
the car in which he was traveling and stag- 
gered up against a fence, from which position 
he pulled out his pistol and placing it against 
the breast of the insured, killed him without 
any provocation whatsoever. 

The insurance company denied liability on 
the ground that the death of the insured was 
not brought about by accidental means but was 
accomplished by the intentional act of the 
drunkard in shooting him. As the policv pro- 
vides that the principle sum shall be payable 
to the beneficiary upon the death of the in- 
sured, caused by external violent and accidental 
means, only if the injury is caused by the in- 
tentional act of another person, the case hinges 
upon whether or not the insured’s death was 
the result of an intentional or an unintentional 
act. 

FTeld, that a person who through the cause 
of drunkenness or any other cause, is incapable 
of distinguishing between right and wrong and 
does not understand the nature and quality of 
the things that he is doing, is said to he in- 
capable of doing an intentional act, and 
although mere drunkenness is no excuse for 
crime, it may render the person so charged 
incapable of committing an intentional act. In 
this case there was sufficient evidence to go to 
the jury upon the question of whether the act 
of the drunkard was intentional or uninten- 
In the Continental Casualty Company 
vs. Cunningham, 66 So. 41, the court said: 


tional. 


“Where, as here, the evidence tends to show 
not only the drunkenness of the actor causing 
the injury, but also the degree of his drunken- 
ness, and exhibits also contemporaneous con- 
duct of an equivocal character, his capacity to 
do an intentional act is very clearly a question 
of fact for the jury.” (Hudson vs. Continental 
Casualty Company, Supreme Court of Missis- 
sippi, 107 Southern Reporter 520.) 


40 


WHAT THE RECENT CASES HOLD 


Where the theft policy prohibited the use 
of the insured automobile for livery purposes 
and the owner of the automobile agreed with 
his son that the latter was not to use the car 
for such a purpose. A breach of the condi- 
tion on the part of the son resulting in the 
theft of the car, discharges the insurance com- 
pany from liability under the contract, because 
the son was the licensee of his father. Mittet 
et al. vs. Home Insurance Company, 207 North- 
western Reporter 40.) 


Where the provision of a building contract 
was to the effect that a certain per cent of 
value of labor and materials should be paid 
by the owner to the contractor on specified 
dates, and such payments were made in excess 
of the agreed per cent, the surety on the bond 
is relieved from liability on such amount, be- 
cause the reserved balance is an equity in which 
the surety had a substantial right. (Commer- 
cial Casualty Ins. Co. vs. Durham County, 
128 Southeastern Reporter 460.) 


——— 


Where the insured under an accident and 
health insurance policy providing for a weekly 
indemnity for confinement to the house, suffers 
from cancer of the mouth but was able to be 
out-of-doors and to go around unaccompanied, 
such inability was not “confinement to the 
house” within the meaning of the policy. This 
does not mean that the insured must spend 
every minute in the house but the term “con- 
finement” nevertheless must be construed in a 
suhstantial sense. (Olinger vs. Massachusetts 
Protective Assn., 278 Southwestern Reporter 
86.) 


An action on an accident policy cannot be 
maintained where the plaintiff, who is insured 
against claims for damages, did not bring his 
action on the policy within ninety days after 
judgment was obtained against him as required 
bv the provisions of the policy. (Wilensky vs. 
Georgia Casualty Company, 131 Atlantic Re- 
porter 679.) 


Where a safe burglary insurance policy lim- 
its liability to cases where marks and violence 
appeared “upon” the safe, such restriction will 
be interpreted to mean marks appearing any- 
where on the safe and shall not be construed 
to only cover cases where the marks of vio- 
lence appeared on the outside of the safe. This 
is upon the theory that since the insurance 
company words the policy, all questions of 
doubt of ambiguity in the provisions of the 
policy shall be favorably construed for the 1n- 
sured and in other instances strictly construed 
against the insurance company. (Johnston vs. 
Fidelity & Deposit Company of Maryland, 275 
Southwestern Reporter 973.) 
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Casualty Insurance Stocks 








A Review of the Month 
Casualty insurance stocks continue to re- 
Only a few variations from 
These 


main inactive. 
last month’s quotations are noted. 
changes while not extensive are upward and 
indicate a trend similar to that which is no- 
ticeable on the New York Stock Exchange. 

Summer months are usually dull ones in stock 
market circles. To date, however, the 1026 
market has been an exception to the rule. The 
upward trend which started some months ago 
has been quietly gathering strength and mo- 
mentum in response to the continuation of an 
easy money situation. The future trend prob- 
ably depends to a great extent on this same 
factor. 

Business conditions are good and crop re- 
ports are of an optimistic character. The 
South expects a cotton crop estimated in ex- 
cess of 15,000,000 bales. The Western wheat 
prospects are exceedingly bright especially in 
the Canadian West, which according to pre- 
liminary government reports expects a wheat 
crop equal to the crop of 1925. 

With reasonably good prices the purchasing 
value on the farming areas should remain sat- 
isfactory. All these factors have a direct bear- 
ing on the progress and prosperity of the in- 
surance business and individual insurance com- 
panies. 
reason to be hopeful of the future. 


Stockholders, therefore, have every 


The Public Utility Franchise 
The first instalment of this article dealing 
with the Public Utility Franchise appeared in 
1926, issue of THE SPECTATOR, 
It dealt 
with the early history of the franchise. The 


the June Io, 
Casualty and Surety Bulletin section. 


following instalment is a continuation of the 
early history and it also discusses the difficul- 
ties that were encountered in an endeavor to 
regulate the franchise. 

The courts have answered this question in 
“We may say that the 
provisions of these franchises regarding rates 


this general manner: 


ind service are still effective, except insofar 
as they may be modified or altered by the 
State Commission, but insofar as the State 
Commission has seen fit to modify or alter any 
of the provisions, its ruling supersedes the pro- 
visions in these old ordinances.” This interpre- 
tation is reasoned thus—the franchise provisions 
are simply an exercise of the power to regulate, 
which was formerly vested in the city by the 
State, but with the establishment of the com- 
missions, the State took back to itself this 
power insofar as it concerned the public utili- 
ties. Thereafter, the powers were vested in 
the State Public Service Commission. 

We find another legal relationship between 
the utility company and the municipality, aris- 
ing because of the latter’s police power. Po- 
lice power is that authority vested in some 


Recent Market Quotations 


Par Div. Div. Bid Asked 
Name of Co. Location Capital Value $ Per Dates 
Share 

MCtHe EMC. cbc. Hartiord. ......4 15,000,000 100 $12.00 J-A-J-O 695 705 
AetnaCas.& Surety Hartford........ 2,000,000 100 12.00 J-A-J-O 725 750 
American Casualty. Reading......... 500,000 10 1.20 J. & J. 20 25 
American Credit... St. Louis, Mo.... 1,000,000 25 4.50 J-A-J-O 57 58 
American National. Galveston....... 1,000,000 100 11.00 500 600 
American Surety... New York....... 5,000,000 50 8.00 M-J-S-D 185 190 
Commercial Cas... Newark......... 2,500,000 10 2.00 A. & O. 55 58 
Continental Cas... Hammond, Ind... 2,000,000 10” 1.60 jJ-A-J-O 43 47 
Conn. General Life. Hartford........ 2,000,000 100 12.007 1700 1750 
Continental Life... St..louis, Mo.... 500,000 10 10.00 30 34 
Detroit F.&@G.... Detroit.......<.. 2,000,000 50 =. 3.00 J-A-J-O 56 60 
Employers Cas.... Dallas.......... 150,000 100 10.00 J-A-J-O 125 150 
Fidelity & Casualty New York....... 4,€0),000 25 4.00 J-A-J-O 133 137 
Fidelity & Deposit. Baltimore....... 5,000,000 50 6.00 J-A-J-O 120 123 
Fidelity-Union.... Dallas........... 500,000 100 7.00 J-A-J-O 160 165 
Hartford S. Boiler.. Hartford........ 2,500,000 100 16.00 J-A-J-O 675 a 
Independence Ind.. Philadelphia..... 1,500,000 100 325 330 
Ins. Securities..... New Orleans, La.. 2,798,480 10 1.40 J-A-J-O 19 20 
(Union Ind. Group) 
Maryland Casualty Baltimore....... 5,000,000 25 4.50 M-J-S-D 95 97 
Mass. Bonding.... Boston.......... 3,000,000 100 8.00 J-A-J-O 230 260 
Metropolitan Cas.. New York....... 2,500,000 25 5.00 J. & J. 85 90 
Missouri State Life. St. Louis, Mo.... 2,000,000 10 1.20 78 82 


New Vore......<.. 
New York....... 
New York....... 


National Surety... 
New Amster. Cas. . 
New York Casualty 


10,000,000 100 9.00 
2,250,000 10 2.50 
750,000 25 2.25 


J-A-J-O 220 224 
F-M-A-N 49 51 
M-J-S-D 102 107 


Preferred Accident. New York....... 1,400,000 100 18.00 Monthly 825 850 

Southern Surety... Des Moines..... 1,228,500 100 16.00 J-A-J-O 200 ~ 

Travelers......... Hrastlord sa. c.5 3 15,000,000 100 16.00 J-A-J-O 1205 1215 

U.S. Casualty.... New York....... 1,000,000 100 10.00 J-A-J-O 310 330 

WiSiF 8:6... ... Baltimore....... 6,000,000 50 9.00 J-A-J-O 197 200 

U.S. Guarantee... New York....... 1,000,000 100 10.00 M-J-S-D 250 270 
t Extras. * Par value red. to $10. Stock exchanged ratio 5 for 1. 


4I 


governing body empowering it to do all things 
necessary to maintain law and order and to 
protect the rights of the community. Through 
it individuals may at times be obliged to suffer 
that the interests of the group may be pro- 
moted. For instance, in the time of a con- 
flagration, a municipality has the authority to 
destroy the individual’s house, if by so doing 
a number of other houses may be saved. The 
individual would have no claim for com- 
pensation. 

The State laws generally confer upon thie 
cities or villages the power to regulate the 
streets and the uses thereof. Therefore, it is 
necessary for the utility if it wishes to locate 
additional fixtures or operate in the public 
highways, to secure the consent of the local 
authorities for the location and operation of 
such fixtures and property. This is purely a 
permit to locate the property in certain specific 
streets and to operate them there. Such con- 
sent does not constitute a franchise of the old- 
fashioned type, for after the property has been 
constructed in the locations authorized, the mat- 
ter of rates and service comes under the con- 
trol of the State Commission. Where the util- 
ity company’s property extends beyond the 
limit of a single municipality, it frequently be- 
comes necessary to secure permits for the plac- 
ing of fixtures, etc., from a township highway 
commission, county highway commission, or 
State highway commission. 


INADEQUACY OF FRANCHISE TO REGULATE 


The legislatures of the past undertook the 
impossible task of regulating future rates and 
service requirement by contractual franchises 
based upon operating conditions of their own 
time. Provisions were not made for the devel- 
opments of art and science in the industry, for 
the changes which time brings upon human 
activities, for the changes in general economic 
factors effecting costs, nor for the many other 
unforeseen developments. The result is that 
a franchise which endeavors to anticipate, 
foresee, and reduce to the terms of a contract 
all the conditions which shall prevail through- 
out the life of the franchise, will ordinarily 
prove to be unjust to one party or the other. 
The franchise, founded as it was upon the pol- 
icy that rates and service standards could he 
set and fixed once and for all, has failed as a 
means of regulating utilities. Even the short- 
term franchises which followed the perpetual 
franchise period proved inadequate. About the 
same time that the truth of the fact that cn- 
tractual franchises were inadequate and unfair 
as a means of regulation for public utilities, 
engineers and others interested in the indus- 
try, again began to realize that competition in 
the electric supply business was wasteful and 
relatively inefficient. 


(To be continued) 
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Recent Casualty Company Happenings 


—e! 





Recent changes in the publicity depart- 
ments of the Atna Life and affiliated com- 
panies have resulted in the appointment of 
Warren S. Chapin as advertising manager 
of the #tna Casualty and Surety Company. 


The American Bankers Insurance Com- 
pany of Jacksonville, Ill., has announced the 
following promotions and changes which 
have been made in the field force: 

Herbert N. Windfough appointed to man- 
ager Toledo, O.; A. A. Poole, appointed 
special agent in the Chattanooga, Tenn., dis- 
trict; Assistant Manager Scott Ashby, of 
Indianapolis district, promoted to the posi- 
tion of manager of the same district; V. Ret- 
terhoff, formerly of the St. Louis district, 
ha sbeen advanced to the managership of the 
Moberly, Mo., district; William McFadden 
of Columbiz, Mo., has been made super- 
intendent of the Central Missouri dis- 
trict; C. E. Shaw, formerly manager of 
the Indianapolis district has been promoted 
to manager of Chicago district. 


The Bankers Indemnity Company of 
Newark, N. J., has added three new mem- 
bers to its board of directors as follows: 
Horace K. Corbin, president, Motor Finance 
Corporation, Newark; Charles Neibling, 
president, American National Bank, New- 
ark, and J. William Searles, president, 
Pennsylvania Coke and Coal Company, 
New York, N. Y. The Bankers Indemnity 
has entered Maryland and will apply for 
admission in Pennsylvania, Connecticut, 
Ohio and other States. 


The executive committee of the Central 
West Casualty Company, Detroit, Mich.. 
has elected Thomas J. Lyman third vice- 
president to succeed Byron F. Everitt, who 
resigned. Mr. Everitt will continue as a 
member of the board of directors. Mr. 
Lyman has been in charge of the company’s 
compensation, liability and plate glass de- 
partments. 


The Century Indemnity Company of 
Hartford has announced the appointment of 
J. Lawton Whitlock as manager of the 
company’s Boston branch office. Mr. Whit- 
lock has been assistant manager of the 
casualty department of the Boston office of 
the Travelers Insurance Company. Associ- 
ated with Mr. Whitlock will be Lealand H. 
Grove, who has also been connected with 
the Travelers. 

The Commercial Casualty Company, 
Newark, N. J.. announces several promo- 
tions in its accident and health departments 
as follows: 

W. J. Whiteside, formerly manager of the 
commercial accident and health department, 


has been appointed assistant agency direc- 
tor. F. W. Benjamin, manager of the 
monthly payment, group and hospital de- 
partments, has been appointed manager of 
the health and accident departments of the 
company. M. S. Duffield, formerly claim ex- 
aminer for the commercial accident and 
health department, has been appointed su- 
perintendent of claims for all accident and 
health lines. 


The Commercial Casualty Company of 
Newark has been admitted to ‘Florida and 
has established a branch office at Jackson- 
ville in charge of Shirley G. Smith. The 
company has also been licensed to do busi- 
ness in Tennessee, Texas and Arkansas. 


The Constitution Indemnity Company of 
Philadelphia have recently announced the 
following appointments: 

N. B. Yoder has been engaged as chief 
accountant. Mr. Yoder has been with the 
Independence Indemnity Company of Phil- 
adelphia since 1923. He will serve under 
Secretary Mills. 

John J. Doherty has been appointed di- 
rector of agents. Mr. Doherty was senior 
cost accountant for the Navy Department in 
3altimore and later became assistant secre- 
tary of the Independence Indemnity Com- 
pany of Philadelphia, from which position 
he resigned to become affiliated with the 
Constitution Indemnity. 

W. H. Caudill, formerly in charge of the 
bonding claims department of the Inde- 
pendence Indemnity, has become manager 
of the bonding department of the Constitu- 
tion Indemnity. 

Milo H. Nealy, until recently manager of 
the Philadelphia branch of the London and 
Lancashire Indemnity Company, has been 
appointed manager of the liability and com- 
pensation department. 


The Dominion of Canada Guarantee and 
Accident Insurance Company has been li- 
censed to write property damage and lia- 
bility for damage to the property or person 
of others caused by the breakdown of 
electrical machinery. 


any 


Following the promotion of Edward (. 
Stone to the position of United States man- 
ager of the Employers Liability Assurance 
Corporation, Ltd., the company announces 
the following changes in the home office per- 
sonnel assignments: 

Harry I. Morse will be manager of the 
company’s New [¢ngland Department, with 
Frank O. Sargent as manager; 
Frank W. Martin has been made superin- 
tendent of the newly-created Liability and 
Compensation Department,. with Alfred A. 


assistant 
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Heinemann as_ assistant superintendent; 
Thomas J. Quinlan has been made superin.. 
tendent of agents. 


A Duncan Reid, president of the Globe’ 
Indemnity Company, Newark, N. J., has® 
announced the appointment of Frank My, 
Hall, associate manager of the Pacific de.™ 
partment, as resident vice-president there, i 
The position is a newly created one. 


The Gulf Casualty Company, Houston, | 
Texas, has deposited $50,000 with the State ¥ 
Treasurer of Texas as a prerequisite to op. | 
erating in that State. The money is in City i 
of Dallas bonds. The company will write” 
workmen’s compensation insurance, cover. | 
ing the risks of the Gulf Oil interests, re-7 
finery, pipe line and production forces. 


Alexander Sime, second vice-president j 
of the Independence Indemnity Company of | 
Philadelphia, has resigned from that com- j 
pany. Family reasons make it imperative | 
that he reside in Atlanta, Ga., where he has = 
already taken up his abode. 4 


Charles A. Boehm, vice-president of the 
Merchants Casualty Company of Water-) 
loo, Ont., has been appointed general man- 4 
ager also. R. J. McGowan, general man- 
ager, and D. McIntosh, assistant manager, a 
have resigned. 


Recent casualty appointments in_ the a 
branch offices of the Travelers Insurance § 
Company, Hartford, are: Norman M. Paul, 7 
to be manager of the Duluth branch; Ray 7 
B. Wandel, to be manager of the Scranton, © 
Penna., office; Louis G. Long and Joseph 1 
I’. Murtaugh, to be assistant managers at) 
the John street branch office in New York, 
NoGY: ‘ 


Three new directors have been elected tom 
the board of the United States Fidelity and 4 
Guarantee Company of Baltimore, as fol-™ 
lows: John M. Dennis, State Treasurer ™ 
of Maryland, and president of the Union ™ 
Trust Company; A. W. Calloway, president 4 
of the Davis Coke and Coal Company, and q 
Frank W. Williams of Meridian, Miss. 


Alexander P. Knapp. vice-president of | 
the United States Fidelity and Guarantee ™ 
Company of Baltimore, has resigned his™ 
Mr. Knapp has been with the¥ 
company since its organiaztion in 1896. He 
intends to travel for the present. a 


position. 


William M. Reid, manager for the Zurich d 
General Accident and Liability Company at 7 


San Francisco, will become secretary of the 4 
United States head office at Chicago. 
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